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Spain overview
Spain remains an important market and business partner for the UK. It is our 8th largest export
market (9th for goods), with bilateral trade of goods and services amounting to over £40 billion
annually.
The UK is the 5th largest investor into Spain, and since 1993 the UK has represented 21% of all
FDI into Spain. The latest Business Barometer report from the British Chamber of Commerce
estimates that British companies are responsible for 240,000 direct and indirect jobs in Spain.
Key Spanish companies such as Ferrovial, Iberdrola and Santander all have significant
operations in the UK, and over 700 UK companies operate in Spain.
Spain is also the second most important investor in Latin America. Many Spanish companies
have large distribution capabilities in the region, and collaboration with Spanish companies can
help UK companies gain access to opportunities in Latin America.
Spain is now investing in its research and development (R&D) capabilities and aims to spend
2% of GDP on research by 2020. The ‘Science, Technology and Innovation Strategy’ set out a
vision to 2020 which focuses on increasing international collaboration and promoting more
private participation and involvement in R&D.
MARKET EXPERTS

Thank you to our Market Experts
www.Spain.DoingBusinessGuide.co.uk
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Welcome from Lesley Batchelor OBE, FIEx (Grad) –
Director General, Institute of Export

This Doing Business in Spain guide will help UK businesses to look afresh at
this dynamic and potentially lucrative European market. Having a population of
47 million boosted by an injection of around 65 million tourists each year, Spain
is a market that ought not to be overlooked by the would-be exporter.

Spain has a modern knowledge-based economy where services account for almost
75% of business activity. It is an international centre for innovation, having a young
and highly qualified population. With a wide acceptance of English as a business
language and an existing appetite for and familiarity with British products, Spain can
be less challenging than many markets – although the Institute of Export is always
ready to help you meet any exporting challenges you may come across!

Owing to its historical and cultural ties, Spain is often used as a gateway to Latin
American markets. Spanish companies have large distribution capabilities in the
region and collaboration with Spanish companies can help UK companies gain
access to further opportunities in Latin America.

The wide availability of flights between all parts of the UK and Spain make it easy
for UK companies to visit and meet with prospective customers – remember, people
do business with people and establishing a good relationship with your customer
should be part of any deal (and is very much part of the Spanish way of doing
business) – so get out there and enjoy!

Good luck or ¡Buena suerte!

Lesley Batchelor OBE, FIEx (Grad)
Director General – Institute of Export
www.export.org.uk

www.Spain.DoingBusinessGuide.co.uk
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Foreword from the British Ambassador to Spain,
Simon J. Manley CMG

It is a good time to take a look at Spain, Europe’s 5th largest economy and now
one of the fastest growing in the Eurozone.

Spain’s GDP is expected to grow 3.1% in 2016. Unemployment is still high, but
falling; foreign investment is increasing and consumer spending is up giving
opportunities to new UK brands and services.

Our business relationship has always been strong. Bilateral trade is worth over
£40bn annually; Spain is the UK’s 9th largest export market for goods; and Britain is
the 5th largest investor in Spain – since 1993 Britain has represented 21% of all FDI
into Spain, and British companies agree that things are looking up – over half the
British companies surveyed in 2015 by the British Chamber of Commerce in Spain
plan to increase their investment in the country.
Energy efficiency, consumer goods – especially luxury brands, food and drink,
healthcare and cosmetics, rail, biotechnology, and agri-technology are some of the
sectors doing well – but Spain is a large and diverse market. If it sells in the UK,
it’s worth looking at Spain.
My DIT (Department for International Trade) team in Spain directly helped over
1,300 UK companies win more than £80m of new business last year. As I write, on
the Exporting is GREAT website there are currently 50 export opportunities for UK
companies with Spanish buyers looking for products and services.

Would you like to be one of our success stories?

Simon J. Manley CMG
British Ambassador to Spain
www.gov.uk/government/world/organisations/british-embassy-madrid

www.Spain.DoingBusinessGuide.co.uk
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Introduction from Conor McGurk,
Department for International Trade, Director for Spain

Having recently arrived in Spain as Director for International Trade, it is already
clear to me that Spain is a dynamic market which offers fantastic opportunities for
UK businesses.

While Spain still faces challenges, it is Europe’s 5th largest economy and the UK’s
8th largest export market, with bilateral trade worth over £40bn per annum. The IMF
forecasts Spain to continue to grow faster than the rest of the Eurozone for at least
the next 5 years. This is good news for the UK and for those wishing to do business
in Spain.
As Prime Minister Theresa May said on the occasion of her first meeting here in
Madrid with Spain’s Prime Minister Mariano Rajoy, Spain will remain a vital partner
and friend of the UK.

Over 700 UK companies already have a presence in Spain, and most intend to
increase their investment in the next financial year. The main UK exports to Spain
are medicines and chemicals, food and drink, road vehicles and consumer goods,
but Spain is a large and diverse market, offering opportunities in many other sectors
such as retail, healthcare and security.

Making the move into any market, especially a new one, can feel like a leap into
the unknown – not least when you are dealing with a different language, culture
or regulations. However, our experienced International Trade teams in Madrid,
Barcelona and Bilbao stand ready to give you the support you need to successfully
develop your business here in Spain.
Conor McGurk
Department for International Trade, Director for Spain
uktimadrid@fco.gov.uk

www.Spain.DoingBusinessGuide.co.uk
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Welcome from the Chief Executive
Officer of ICEX – Invest in Spain,
Francisco Javier Garzón Morales

As Chief Executive Officer of ICEX, España Exportación e Inversiones, I would like
to thank the Institute of Export, together with the Department for International Trade
Spain and UK Export Finance for the opportunity to participate in this edition of the
IOE Doing Business in Spain Guide.

We are certain that this guide provides useful essential information for British
companies to assist them in developing their business interests in Spain and offers
a unique opportunity to the business leaders, who are actively seeking out service
providers. The Spanish Government is aware of the vital importance of investment
flows for our economy to consolidate its growth. We are committed to making Spain
an easier and better place to invest in. ICEX, through the practice area Invest in
Spain, is the state owned company in charge of fostering foreign direct investment
into Spain and offers its specialised services to foreign companies interested in
setting up its facilities in our country. Investment prospects from the UK are easy
to highlight.

UK ranks at the top of the European Union in terms of outward foreign direct
investment and it is the fifth country for Spain’s inward foreign direct investment
stocks, with 10% of the total, following the US, Italy, France and Germany. In terms
of annual investment flows, last available year gross investment flows from UK to
Spain reached 1.600 million euros. Moreover, in the context of the current Spanish
economic growth, the economic relations between both countries have intensified
in terms of trade and tourism. While the IOE Doing Business in Spain Guide should
not be regarded as offering a complete explanation of investment issue in Spain,
we, at ICEX hope readers will use the guide as their first point of reference to get
some insight into the endless possibilities the Spanish market has to offer to UK
enterprises. Therefore, we should exert our full efforts to sustain this comprehensive
and useful tool for British companies interested in expanding their foreign business
to our market.

I certainly hope that this initiative fully achieves the greatest possible success.
Francisco Javier Garzón Morales
Chief Executive Officer of ICEX,
España Exportación e Inversiones (Invest in Spain)
www.investinspain.org/invest/en
www.Spain.DoingBusinessGuide.co.uk
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Introduction from Christopher Dottie,
President of the British Chamber of Commerce in Spain
The BCCS currently finds itself in a privileged position. With the ever increasing media attention,
both public and private institutions in Spain appreciate the benefits of the Chambers services
when organising events. My mission as President of the BCCS is to continue this line and
ensure that the Chamber is the key organisation for improving commercial relations and
investment between Spain and the United Kingdom.

The new Governing Council, elected in April of this year, wants to continue defending the
interests of all of our members in front of decision making authorities. The council is formed
of senior representatives from Spanish and British companies with wide experience in different
sectors and with the ability to lead and grow the organisation. For all of us, leading such
a prestigious organisation with more than 100 years of history and representing one of the
most important investor countries for the Spain is an exciting challenge.
Furthermore, we have created a strategy plan in order to achieve our objectives and adapt
ourselves to the needs of our members. We want to continue being the voice for our members
and organising events where members’ opinions can be heard and allow them to improve
their businesses. In order to value British Investment, we created the British Investment in
Spain committee and published the ‘Barometer on British Investment in Spain’ with the
objective to representing the interests of British companies in Spain and give their investment
a value. The United Kingdom inverted 63 billion euros in Spain in 2014 in various sectors,
representing 21% of the total Foreign Direct Investment in Spain and created 240,000 jobs.
We are living in difficult times, both politically and economically, therefore now more than
ever companies need independent organisations such as Chambers as strategic partners
to encourage internationalisation and represent their interests in front of decision makers.

Christopher Dottie
President, British Chamber of Commerce in Spain
www.britishchamberspain.com

www.Spain.DoingBusinessGuide.co.uk
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Department for International Trade (DIT)
(formerly UK Trade & Investment - UKTI)
DIT is the British Government department that helps UK-based companies
succeed in an increasingly global economy. DIT also helps overseas companies
bring their high quality investment to the UK’s economy. DIT’s range of expert
services are tailored to the needs of individual businesses to maximise their
international success. DIT provides companies with knowledge, advice and
practical support.

Through a range of unique services, including participation at selected tradeshows,
outward trade missions and providing bespoke market intelligence, DIT can help
you crack foreign markets and get to grips quickly with overseas regulations and
business practice.
With headquarters in London, DIT have professional advisers around the UK and
staff across more than 100 countries.
Contact DIT

Contact your local International Trade Team or Scottish Development International
(SDI), Welsh Government (WG) or Invest Northern Ireland (INI) offices to find out
more about the range of services available to you.
You can find your nearest International Trade Team at:

www.gov.uk/dit

General enquiry number: +44 (0) 207 215 5000
Department for International Trade
1 Victoria Street
London,
SW1H 0ET
United Kingdom
Email: enquiries@ukti.gsi.gov.uk

www.Spain.DoingBusinessGuide.co.uk
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UK Export Finance: clearing your
path to trade

Export finance and insurance can increase
your capacity for growth. It can mean
higher levels of finance compared to
conventional lending. You can give your
overseas buyers time to pay, while
protecting your cash flow.

There are many ways to arrange this.
The right one for you will depend on
your circumstances but you could:

•

•
•

manage your working capital without
using finance
work with your existing bank finance
arrangements

seek more support by shopping
around for export finance and
insurance

Support is available, for example, to help
you secure additional working capital, to
insure against non-payment by customers
buyers, or to fulfil requirements to obtain
performance bonds.

Most exports to EU countries are sold on
short credit terms of typically up to six
months. However sales of capital goods or
construction projects are usually arranged
on longer terms, and very large capital
goods such as aircraft can be supplied
on payment terms of 10 years or more.

Specific issues you may need to manage
can include:
•

•
•

having to wait for payment, restricting
cashflow

exposure to the risk that the buyer
cannot (or will not) pay for the exports
– for example, if the buyer goes bankrupt

being asked by the buyer to provide
a performance bond in return for an
advance payment. The bond needs
to be issued by the exporter’s bank,
which is likely to ask for cash security,
another potential cashflow restriction

HM Government support

Exporters can talk to their bank or approach
other specialist financial organisations to
try to secure working capital, and speak to
insurers or brokers to source insurance
against the risk of not being paid.
Where exporters are unable to find the
working capital they need, UK Export
Finance (UKEF) may be able to help by
sharing some of the risk with their bank.

We can consider support for all exporters,
large and small, across a wide range
of sectors. In recent years we have
supported UK exports to the EU in most
sectors, including the agricultural,
construction, creative & media sectors,
energy, food & drink, IT, leisure & tourism,
medical, scientific equipment and water
sectors.

We provide guarantees with the resulting
obligations carrying the full faith and credit
of HM Government – the most powerful
partner a UK exporter can hope to find.

A wide range of support

Types of assistance UKEF is able to offer,
in the right circumstances, include:

Bond support – Under our Bond Support
Scheme we can offer guarantees to banks
issuing performance or other contract
bonds in relation to UK exports to China.
This often means the bank can issue the
bond and also expand working capital
facilities for exporters, as the extra credit
is guaranteed by UKEF.

In 2016 UKEF helped a builder of bespoke
catamarans, Blyth Workcats of Essex
obtain the performance bond it needed to
secure a German contract. Without a
UKEF guarantee for its bank, the need to
set aside its own cash cover against this
bond would have made it impossible to
fulfil the contract. UKEF guaranteed a
proportion of the bond helping release
cash to fund its work on the catamaran,
a new scientific survey vessel for a
German university.
“UKEF support was paramount for this
project” said Stuart Davidsen, the
production and design manager at Blyth.
“Our bank couldn’t cover 100% of the risk
for the bond. Thankfully UKEF was able to
take on 50% of the risk. We couldn’t have
gone ahead without it.”

Working capital support – UKEF’s Export
Working Capital Scheme can enhance
your bank’s ability to lend you working
capital to support export-related activity.
Under the scheme, we provide partial
(typically 80%) guarantees to lenders
to cover the credit risks associated
with export working capital facilities.
The scheme is particularly useful in
circumstances where a UK exporter

wins an overseas contract that is larger
than it is used to handling, or manages
to win a number of contracts at the same
time, but may struggle to finance them
all at once

Both the bond support and export working
capital products are accessed through
participating banks. If your bank
representative is unfamiliar with the
products, they can be referred to our
‘Bank toolkit’, which can accessed at
www.gov.uk/uk-export-finance.

Export Finance Advisers –
your free resource

UK Export Finance’s regional network
of Export Finance Advisers (EFAs) stand
ready to offer free trade finance information
to UK companies who are exporting or
considering exporting to Europe

The EFAs act as local points of contact
to introduce exporters and prospective
exporters to finance providers, credit
insurers, insurance brokers, trade support
bodies and sources of government
support. They can also help explain UK
Export Finance’s own product range,
complementing what is available in the
private market.
For more information and to book
a meeting with an EFA, visit:

www.exportingisgreat.gov.uk/financeand-insurance

Note: more detailed UKEF contact
information can be found on page 100
of this guide.

www.Spain.DoingBusinessGuide.co.uk
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About International Market Advisor (IMA)

International Market Advisor (IMA) works
with British and foreign government
departments, Embassies, High
Commissions and international Chambers
of Commerce throughout the world. Our
work helps to identify the most efficient
ways for British companies to trade with
and invest in opportunity-rich overseas
markets.

During the last ten years IMA has
worked with the British Government's
overseas trade and investment
department, the Department for
International Trade (DIT) [formerly
UK Trade & Investment (UKTI)], and has
written, designed, produced, launched
and distributed over one million copies of
more than 100 country-specific print and
multi-media based reports, guides and
publications, including the internationallyrecognised ‘Doing Business Guide’ series
of trade publications. These are composed
of market and industry sector-specific,
multi-format print and digital trade reports,
together with some of the internet’s most
visited international trade websites - all of
which are designed to advise and assist
UK companies looking to trade with and
invest in overseas markets. These reports
and guides are then distributed free-ofcharge through the IMA and DIT global
networks - over 500 distribution outlets in
total. Further distribution takes place at
global exhibitions, roadshows, conferences
and trade missions, and IMA receives daily
requests for additional copies of the guides
from these networks and from businesses
considering exporting.

Each of IMA’s 'Doing Business Guides’ is
produced in three formats: a full colour,
glossy, paper-based brochure; a supporting
fully-interactive and updatable multi-media
based website; and the website contents
available as a free-of-charge downloadable
smartphone/tablet app.

The guides’ contents focus on the market
in question, how to approach that market
and the help and support available, and
include informative market overviews, plus
details of business opportunities, listings
with website links to British and Foreign
Government support services and essential
private sector service-provider profiles.
Sponsoring a ‘Doing Business Guide’
therefore offers a unique opportunity to
positively promote your products and
services to high-profile business leaders,
specific exporters, investors and effective
business travellers who will be actively
seeking out service providers to assist
them in developing their business interests
in the targeted markets.
For more information on IMA
please visit our website:

www.DoingBusinessGuides.com
Contact IMA
Office address

International Market Advisor
1 Clough Street
Buxton
SK17 6LJ
United Kingdom
Email
info@ima.uk.com
General enquiries switchboard
+44 (0) 1298 79562

Media enquiries

Newsdesk & out of hours
+44 (0) 1298 79562

www.Spain.DoingBusinessGuide.co.uk
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SPAIN

Doing Business in Spain

ABOUT THIS GUIDE
This guide aims to provide a route map of the way ahead, together with signposts to other
sources of help.

The main objective of this Doing Business in Spain Guide is to provide you with basic
knowledge about Spain; an overview of its economy, business culture, potential opportunities
and to identify the main issues associated with initial research, market entry, risk management
and cultural and language issues.

We do not pretend to provide all the answers in the guide, but novice exporters in particular
will find it a useful starting point. Further assistance is available from the Department for
International Trade team (formerly UKTI) in Spain. Full contact details are available in this
guide.

To help your business succeed in Spain we have carefully selected a variety of essential
service providers as ‘Market Experts’.
This guide is available in four formats:
•

•

•

•

website (www.Spain.DoingBusinessGuide.co.uk)

a ‘free’ downloadable 'mobile device-friendly’ app

this full colour hard-copy brochure

PDF download/e-flipbook (please see the website for more details)

Doing Business in Spain Guide Team;
Project Director:

Craig Smith

Sponsorship Manager:

James Clowes

Managing Editors:

Creative Manager:

Creative Consultants:

Olivia Taylor / Brian Underwood
Paul King / Claire King

Twistedgifted www.twistedgifted.co.uk

www.Spain.DoingBusinessGuide.co.uk

Printed using materials
from sustainable sources

‘Doing Business in Spain Guide’ published in the UK by International Market Advisor Ltd.
© 2016 International Market Advisor Ltd (unless otherwise stated). All rights reserved.
Contains public sector information licensed under the Open Government Licence v3.0.
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Visit the Website and download the free Mobile App

View this guide online

Website and Mobile App features include:
• Latest business news • Up-to-date travel advice • Interactive ‘Supporting Organisations’
and ‘Market Experts’ profiles • Essential contact details • Listings with links to up-and-coming
trade shows • Links to the Department for International Trade (DIT) support services.
Powered by

SPAIN

Torre Agbar (Agbar Tower), Barcelona

Spain is the 5th largest economy in the European
Union (EU) and now one of the fastest growing in the
Eurozone.

WHY SPAIN?
www.Spain.DoingBusinessGuide.co.uk
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SPAIN

Doing Business in Spain

Annual inflation rate:
-0.5%

Summary

Area:
505,990 km2

Unemployment rate:
22.1%

Population:
46.4 million

Population growth rate:
-0.1% (change)
Population density:
92.8 people per km2
Urban population:
79.6%

Capital city:
Madrid (population 3.3 million)

Other major cities:
Barcelona (1.6 million); Valencia (814,000);
Seville (703,000)
Official languages:
Spanish (Castilian); Basque; Catalan/
Valencian/Aranese; Galician
Currency:
Euro (€)

Nominal GDP:
US $1,199.7 billion

Fiscal balance:
-5.1% of GDP

Current account balance:
1.4% of GDP
Current account balance:
US $16.7 billion
Exports of goods to UK:
£14,079 million

Imports of goods from UK:
£8,910 million

Inward direct investment flow:
US $22.9 billion

Exports + imports as share of GDP:
63.6%

[Source: mostly FCO Economics Unit Oct 2016]

Real annual GDP growth:
3.2%
GDP per capita:
US $25,843.1

General government gross debt:
79.7% of GDP

International organisation participation:
Spain is a member of the EU, WTO,
OECD, G20, OSCE and Council of
Europe. From 2015-16, it is also a
non-permanent member of the UNSC.
[Source: FCO (Apr 2016)]

Visit the Website and download the free Mobile App

Geography

Spain is located in southwestern Europe
at the western end of the Mediterranean
Sea, occupying approximately 85% of the
Iberian Peninsula as well as the Balearic
Islands in the Mediterranean, and the
Canary Islands in the Western Atlantic
Ocean 108 km (67 miles) off northwest
Africa. It borders France to the north along
the Pyrenean mountain range, and Portugal
to the south west.
Its total area is 505 km2 (195 miles2), and it
lies between latitudes 36° and 44° N, and
longitudes 19°W and 5° E.

Government

Spain is a member of the EU, WTO,
OECD, G20, OSCE and Council of
Europe. From 2015-16, it is also a nonpermanent member of the UNSC. The
Constitution of 1978 established Spain
as a constitutional monarchy with a multiparty parliamentary democracy. Executive
power resides with the Government
(elected every four years) presided over by
the President (Prime Minister-equivalent),
while legislative power sits with the
bi-cameral Parliament, made up of the
Chamber of Deputies and the Senate.
The three-tier political system (comprising
central, regional and local government)
makes Spain one of the most decentralised
states in Europe. While the centre sets the
broad parameters, regions are responsible
for the provision of basic public services
including health, education and social
services, and have significant influence
over the regulatory environment for
business. Over the last thirty years there

has been an increase in the number of
services provided by regional and local
governments, although that centralregional balance has come under pressure
as revenues have tightened. The municipal
tier of government also plays a key role.
The 50 county councils, and 8,000+ town
halls account for c.13% of all spending and
are responsible for delivering a wide range
of public services (e.g. waste collection).

The general election held in 2011 was
comfortably won by Mariano Rajoy of the
centre-right Partido Popular (PP).

Soon after Rajoy’s appointment, the
Government embarked on an ambitious
programme of structural reform designed
to boost competitiveness and efficiency
while reducing public spending. The
Government also considered reforming
the quasi-federal structure including the
financing arrangements for the regions,
although this was eventually parked.
After January 2012, successive reforms
were introduced to reduce the size and
cost of the public sector via cuts to health
and education provision, the freezing of
civil servants’ salaries, a reduction in public
investment and tighter access to social
benefits.
The reform of the public and local
administration included the removal of
administrative duplications (e.g. regional
ombudsmen or weather prediction
services), elimination of bureaucratic
procedures (e.g. simplified “express”
licences for small businesses), centralised
services, and pooling of resources and
services among smaller local authorities.

www.Spain.DoingBusinessGuide.co.uk
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This was complemented by legislation to
inject liquidity into the most cash-strapped
regions and bring down regional deficits
and debt levels via legal instruments such
as the Budgetary Stability Law, which set
legally binding spending, debt and deficit
ceilings.

The Government also undertook structural
reforms in various areas, including some
measures welcomed by British companies:
new legislation obliging public administrations to pay bills within 30 days and which
allow the (central) Finance Ministry to
retain central-regional/local government
transfers in the case of non-compliance;
the €65 billion fund to clear outstanding
debt to suppliers; moves to facilitate
outsourcing of delivery of public services;
and the Single Internal Market Law, now
up and running, which aims to iron out
market inconsistencies between regions
and make it easier to set up and trade in
Spain. Companies that encounter internal
market barriers within Spain now have
online access to a central government-led
resolution mechanism that ensures
regulation within different Spanish regions
does not interfere with the domestic single
market.
In terms of areas for improvement,
UK companies in Spain have cited
improvements to the judicial system
(in terms of speed and predictability of
decisions), the impact of corruption on the
cost of doing business in Spain, the ability
for companies to get their views heard on
regulation and regulatory certainty, an
education system more aligned with the
needs of employers, or more work to free
up the labour market.

Finally, on the revenue side, the previous
government began attempting to fulfil its
promise to reverse the 2011-2012 tax
hikes. The fiscal reform announced in June
2014 kicked in in January 2015, and
included across-the-board cuts in direct
personal income tax; cuts in the headline
rate of corporation tax for large firms from
30pc to 25pc (falling to 25pc this year); a
new recapitalisation tax break to exempt
up to 10pc of profits from corporation tax
if the money is reinvested in the company;
SMEs will be able to write off profits that
are set aside in a rainy day fund.

The general election held on 20th
December 2015 resulted in the most
fragmented Spanish parliament in its
history. The result marked the transition
from a two-party system to a multi-party
system, and the reluctance of the two
largest parties, the ruling PP and its longstanding adversary, the opposition PSOE,
to form a coalition. A fresh election took
place on 26th June this year, resulting in
a PP and Citizen’s Party coalition but no
outright majority. Consequently another
election may eventually be needed.

More information on political risk, including
political demonstrations, is available in the
FCO Travel advice. See later in this guide
and at: www.gov.uk/foreign-traveladvice/spain

Visit the Website and download the free Mobile App
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Human rights

Spain is signed up to the European
Convention on Human Rights and the UN
Universal Declaration of Human Rights.

Spain is a strong supporter of gender
equality and same sex marriage has been
legal in Spain since 2005. The Spanish
Ministry of Foreign Affairs states that their
overseas priorities in the area of human
rights are “the fight against the death
penalty; non-discrimination on the basis
of gender or sexual orientation; rights of
persons with disabilities; the human right
to safe drinking water and sanitation; and
business and human rights. Moreover, in
a cross-cutting manner, special attention is
paid to human rights defenders, for whom
there is a temporary shelter programme.”
See: www.exteriores.gob.es/Portal/en/
PoliticaExteriorCooperacion/Derechos
Humanos/Paginas/inicioHR.aspx
The previous government committed to
reform Spain´s justice system to improve
the efficiency of the courts. The reform
programme included over 20 separate
pieces of legislation covering all aspects
of the justice system: procedural reforms
to improve efficiency of investigations and
take cases out of the courts; ambitious
changes to the responsibilities, structure
and organisation of the courts; institutional
changes to key judicial bodies; and the
introduction of fees and changes to the
legal aid system.
[Source: FCO Overseas Business Risk/gov.uk
(Apr 2016)]

Economic overview

Spain is the 5th largest economy in the
European Union (EU) and now one of
the fastest growing in the Eurozone.

Contact a DIT (formerly UKTI) Spain
export adviser for a free consultation if you
are interested in exporting to Spain, at:
www.greatbusiness.gov.uk/ukti

Contact UK Export Finance (UKEF) about
trade finance and insurance cover for UK
companies, at: www.gov.uk/government/
organisations/uk-export-finance. You can
also check the current UKEF cover position
for Spain at: www.gov.uk/guidance/
country-cover-policy-and-indicators#spain

The population of Spain is 46.4 million,
making it one of the biggest consumer
markets in the EU. Around one million
British nationals, based mostly in the
coastal regions, are permanent or part-time
residents. Over 16 million British tourists
visit Spain every year.

Over 700 UK companies operate in Spain.
New UK investors include Dealz-Poundland,
Stella McCartney and Jo Malone. Tunstall
and Primark are increasing their investment.
Benefits for UK businesses

Benefits for UK businesses exporting to
Spain include:

•
•

entry route to Latin America
size of the market

www.Spain.DoingBusinessGuide.co.uk
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•
•
•

English accepted as a business
language

familiarity with British products and
openness to them
proximity and availability of flights,
including low cost airlines

Strengths of the Spanish market

Strengths of the Spanish market include:

•
•
•
•

competitive cost of transport of goods

highly efficient transportation systems
quality and availability of qualified
suppliers
advanced ICT network

Growth potential

Spain’s Gross Domestic Product (GDP)
grew 1.4% in 2014. Growth has since
continued, with 3% growth in 2015 and
currently 3.2% to Oct 2016.
Growth is expected due to:

•
•
•
•

increased household disposable
income
record employment growth

2015 tax reform which has left more
money in people’s pockets
increased investment in machinery
and equipment

Spain is now investing in its research and
development (R&D) capabilities and aims
to spend 2% of GDP on research by 2020.
The ‘Science, Technology and Innovation
Strategy’ set out a vision to 2020 which
focuses on:

•
•
•

increasing international collaboration

promoting more private participation
and involvement in R&D
more emphasis on technology and
knowledge transfer

Gateway to Central and South America
Combined, the Latin American countries
are Spain’s second-largest export market.
Spain is also the second most important
investor in Latin America. Many Spanish
companies have large distribution
capabilities in the region.

Collaboration with Spanish companies
can help UK companies gain access to
opportunities in Latin America.

Read the practical guide to doing business
in Europe at: www.europa.eu/youreurope
/business/index_en.htm
In addition:
•

•

In 2015 Spain was ranked 36th out
of 167 countries in Transparency
International's latest corruption
perception index (the UK ranked 10th):
www.transparency.org/cpi2015/#
results-table
Spain is ranked 33rd out of 189 in
the World Bank’s 2015 Ease of Doing
Business index (the UK ranked 6th):
www.doingbusiness.org/rankings

Visit the Website and download the free Mobile App
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•

The World Economic Forum’s Global
Competitiveness report 2016-17 ranks
Spain 32nd out of 138 (the UK is
ranked 7th): www3.weforum.org/
docs/GCR2016-2017/05FullReport/
TheGlobalCompetitivenessReport
2016-2017_FINAL.pdf

Contact a DIT (formerly UKTI) export
adviser at: www.greatbusiness.gov.uk/ukti
for a free consultation if you are interested
in exporting to Spain.

Contact UK Export Finance (UKEF) about
trade finance and insurance cover for UK
companies. You can also check the current
UKEF cover position for Spain. See:
www.gov.uk/guidance/country-coverpolicy-and-indicators#spain
Trade between the UK and Spain
Spain and the UK are major trading
partners. Spain is the UK’s 8th largest
export market (9th for goods) with bilateral
trade over £40 billion annually.

Bilateral trade in goods is wide-ranging,
but leading sectors are:
•

automotive and auto parts

•

medical and pharmaceutical products

•
•
•
•

aircraft and associated equipment
inorganic chemicals

Spain’s share of UK exports (2.6%) is
higher than India’s and Brazil’s combined.
UK goods exports grew 3.5% year-on-year
in value in 2014.

21% of all foreign direct investment (FDI)
in Spain since 1993 has come from the
UK, and the UK is now the 5th largest
investor in Spain.

Over 400 Spanish companies are registered
in the UK, including household names
such as Santander and Zara. FCC,
Ferrovial and Iberdrola are investing in
UK infrastructure and services.
[Source: DIT/UKEF/gov.uk (Apr 2016)]

Free Trade Agreements (FTAs)
Spain is a member of the European Union
(EU), the World Trade Organization (WTO)
and other international bodies. Goods
manufactured in the UK are exempt from
import duties.
SOLVIT is a free service provided by the
national administration in each EU country
and in Iceland, Liechtenstein and Norway,
providing solutions to problems with your
EU rights. Contact the SOLVIT team at:
www.ec.europa.eu/solvit/index_en.htm if
you have market access issues relating
to the operation of the Single Market.
[Source: DIT/gov.uk (Apr 2016)]

alcoholic beverages
vegetables and fruit
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Malaga, Andalusia

Talking to other people in your industry and regularly
visiting Spain will give you access to the most current
advice, and such experience can often lead to new
insights and form the basis for further research.

RESEARCHING THE MARKET
www.Spain.DoingBusinessGuide.co.uk
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Researching the market
Consultation and bespoke research

Taking a strategic approach
British companies are advised to undertake
as much market research and planning as
possible. Doing business with Spain can
be challenging, but taking a strategic
approach is the key to making the process
manageable. The first step is to spend
some time thinking about your company's
Spain objectives.

The questions listed below should help
you to focus your thoughts. Your answers
to them will highlight areas for further
research and also suggest a way forward
that is right for your company. You may
then want to use this as a basis for
developing a formal Spain strategy,
although this may not be necessary or
appropriate for all companies:
Your aims
•

•

•
•

Do you wish to buy from Spain, sell to
Spain or both?
Do you wish to establish your own
company presence in Spain, for
example through a joint venture or
part-owned subsidiary?

Do you need to be involved in Spain at
all?

Do you see Spain as part of a wider
plan including other EU or
Mediterranean – or even Latin American
– markets?

Your company

•

•
•
•
•

What are the unique selling points for
your product or service?
Do you know if there is a market for
your product in Spain?

Do you know if you can be competitive
in Spain?

Are your competitors already in Spain?
If so, what are they doing?
Do you have the time and resources to
handle the demands of communication,
travel, product delivery and after-sales
service?

Your knowledge

•

•
•
•

Do you know how to secure payment
for your products or service?
Do you know where in Spain you
should start?

Do you know how to locate and
screen potential partners, agents or
distributors?

Have you carried out any Spain-specific
customer segmentation, and do you
know how to best reach potential
customers in-market?

It is unlikely that you will have the answers
to all these questions at the outset and
these “knowledge gaps” should form the
basis for further research and investigation.
Some of these questions will require
quantitative research in your sector, while
others involve more contextual and cultural
considerations.

Visit the Website and download the free Mobile App

Talking to other people in your industry and
regularly visiting Spain will give you access
to the most current advice, and such experience can often lead to new insights and
form the basis for further research. You will
be able to find out some free information
from carrying out desk research.
Help available for you
The UK Department for International Trade
(DIT, formerly UKTI) provides tailored
support packages for companies who are:
•
•
•

first time exporters (FTEs)

small and medium-sized enterprises
(SMEs)
medium-sized businesses (MSBs)

See: www.gov.uk/government/organisations/
department-for-internationaltrade/about/
about-our-services for further information.
The following details are a selection from
the website:
Business opportunities
UK companies are set to benefit from a
unique new five-year programme presenting
real-time export opportunities that you can
apply for online. This is part of a move to
get 100,000 additional companies exporting
by 2020.

Launched in November 2015, Exporting
is GREAT is part of the UK Government’s
GREAT campaign, and presents live export
opportunities to UK businesses across a
range of media outlets and digital channels.
Hundreds of these export opportunities,
with a potential total value of more than
£300 million, are hosted on a new platform,
www.exportingisgreat.gov.uk, with many
more set to come online each month.

“Exporting is GREAT” provides advice and
expertise to support businesses at every
step on their exporting journey, from initial
interest to selling in-market, and includes
a year-long roadshow travelling the UK,
giving face-to-face assistance to potential
exporters, and using the latest technology
to connect these businesses with live
export opportunities.

Events and missions
Taking part in overseas exhibitions is an
effective way for you to test markets, attract
customers, appoint agents or distributors
and make sales. DIT's Tradeshow Access
Programme (TAP) provides grant support
for eligible SMEs to attend trade shows
overseas.

Participation is usually as part of a group,
a great advantage for inexperienced
businesses, and is usually led by one of
DIT's Accredited Trade Associations
(ATOs). ATOs work with DIT to raise the
profile of UK groups and sectors at key
exhibitions. The DIT calendar of events
has some 400 core events and missions,
and 1,000 opportunities across the TAP
‘Trade Access Programme’ and the
English National Regions.

DIT Events Portal
The DIT Events Portal provides a single
calendar view of all DIT events and
missions, and has been developed to
provide companies with more detailed
information on each event in order to help
them decide on the most appropriate event
to attend. The calendar can be filtered and
searched by sector and/or market.

www.Spain.DoingBusinessGuide.co.uk
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www.export.org.uk
We can help develop new ideas
and find ways to drive down
costs and produce sustainable
improvements in your export
business.
• Membership supports all
aspects of your international
trade
• Leading UK authority on
trading globally
• Tailored training to support
your business needs
• Expert solutions for
international trade

Exporting great ideas to you.

Join us today
Call:

+44(0)1733 404 400
institute@export.org.uk

email:

These services include:

•
There are also detailed events websites
which include more information about the
event and also allow users to register for
an event. The DIT Events Portal is your
central hub for business and networking
opportunities. Search for future events and
missions, register online and network with
fellow delegates. See: www.events.ukti.
gov.uk

Webinars
The DIT webinar service runs hundreds
of free hour-long internet events covering
topics, sectors and countries around the
world, helping you shape your export plan.
These events allow you to interact with the
experts in specific sectors and countries
and allow you to ask questions to enhance
your knowledge. To see upcoming DIT
webinars, please visit: www.events.ukti.
gov.uk and search for webinars.
Overseas Market Introduction Service
You can also commission a DIT Overseas
Market Introduction Service (OMIS) to
help you enter or expand your business
in Spain. Under this service, the British
Consulate’s Trade and Investment Advisers, who have wide local experience and
knowledge, can identify business partners
and provide the support and advice most
relevant to your company's specific needs
in Spain.
Other DIT services
DIT (formerly UKTI) assists new and
experienced exporters with information,
help and advice on entering overseas
markets such as Spain.

•
•
•
•
•

•

•
•
•
•
•
•
•

An Export Health Check to assess
your company’s readiness for exporting
and help develop a plan of action

Training in the requirements for trading
overseas
Access to an experienced local
International Trade Adviser

Help to grow your business through
online exports

Specialist help with tackling cultural
issues when communicating with
Spanish customers and partners

Advice on how to go about market
research and the possibility of a grant
towards approved market-research
projects

Ongoing support to help you continue
to develop overseas trade and look at
dealing with more-sophisticated
activities or markets

Information, contacts, advice, mentoring
and support from DIT staff in the UK
and their network of staff in Spain
Support to participate in trade fairs in
Spain

Opportunities to participate in sectorbased trade missions and seminars

Access to major buyers, local
government and supply chains in Spain
Advice on forming international joint
ventures and partnerships
Exploratory visits to Spain

Alerts to the latest and best business
opportunities
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To find out more about commissioning
any of these services, contact a DIT
(formerly UKTI) Export Adviser at:
www.greatbusiness. gov.uk/ukti/ for a free
consultation, or see further details at:
www.gov.uk/government/organisations/
department-for-international-trade/about/
about-our-services
E-Exporting Programme
DIT’s E-Exporting Programme aims to help
UK companies get their brands to millions
of global consumers and grow their
business through online exports. DIT’s
E-Exporting Programme helps UK
companies who are:
•
•
•

new to selling online

already selling online, but need help
with specific issues
experienced in online sales, but are
looking to sell on multiple platforms
globally

The programme enables you to:

•

•
•
•

arrange a free meeting through your
local DIT (formerly UKTI) office to get
expert international trade advice and
support, and access to DIT’s global
network of contacts. See:
www.uktiofficefinder.ukti.gov.uk/
contactSearch.html?guid=none

meet a Digital Trade Adviser where
relevant, to help develop and implement
an international online strategy
set up on e-marketplaces quickly and
also identify new e-marketplaces
around the world

access better than commercial rates to
list on some e-marketplaces, including
lower commission fees and ‘try for
free’ periods. See: www.gov.uk/
guidance/ e-exporting#preferential
rates

•

•

access the ‘E-Expertise Bank’, a
community of over 175 B2B/B2C
service providers offering free advice.
See: www.gov.uk/guidance/e-exporting
#eexpertise
join DIT’s mailing list for opportunities
to hear from industry experts, network
with like-minded individuals and find
out about e-commerce trends

Open to Export
Open to Export is DIT’s free, online advice
service for UK companies looking to grow
internationally. It offers free information and
support on anything to do with exporting
and hosts online discussions via its
forum, webinars and social media where
businesses can ask any export question,
and learn from each other. Open to Export
can be accessed at: www.opentoexport.com

In-market support
If you already export, and have decided
Spain is part of your business strategy,
you are advised to contact one of the
DIT (formerly UKTI) teams in Spain prior
to your visit to discuss your objectives
and what help you may need (see the
‘Resources’ section of this guide). They
can provide a range of Spain-specific
services for you, including the provision
of market information, validated lists of
agents/potential partners, key market
players or potential customers; establishing
interest from such contacts; and arranging
in-market appointments for you. In addition,
they can also organise events for you to
meet contacts in Spain, or to promote your
company and your products/services.
In addition, read the EU’s practical guide to
doing business in Europe: www.europa.eu/
youreurope/business/index_en.htm
[Source: DIT/gov.uk
(Apr 2016)]
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Park Guell, Barcelona

If you are planning to stay in Spain for longer
than three months you must register in person
at the nearest Office for Foreigners (Oficina de
Extranjeros), which is normally part of the town hall
(Ayuntamiento), or at designated police stations.
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Getting here and advice about your
stay
Entry requirements

EU residents only need a valid passport or
other acceptable travel document in order
to visit Spain.
Visas
If your passport describes you as a British
citizen or a British subject with right of
abode in the United Kingdom, you do not
need a visa to enter Spain. If you have
another type of British nationality, you
should check entry requirements with your
nearest Spanish Embassy or Consulate.

Passport validity
Your passport should be valid for the
proposed duration of your stay; you do not
need any additional period of validity on
your passport beyond this. This applies to
the whole of Spain, including the Canary
Islands and the Balearic Islands (Majorca,
Menorca, Ibiza and Formentera).

The Spanish authorities have confirmed
they will accept British passports extended
by 12 months by British Embassies and
Consulates under additional measures put
in place in mid-2014.

Staying for longer than three months
If you are planning to stay in Spain for
longer than three months you must register
in person at the nearest Office for Foreigners
(Oficina de Extranjeros) which is normally
part of the town hall (Ayuntamiento), or at
designated police stations.

UK emergency travel documents
UK emergency travel documents are
accepted for entry, airside transit and exit
from Spain.

Hotels have a legal duty to register the
passport details of tourists on check-in.
Wait until the hotel staff have registered
your passport details or taken a photocopy
of your passport. Do not leave it in
reception to collect later.

Money

The currency in Spain is the Euro (€).
When changing money, you should always
use official money exchange offices or
banks, as possession and use of counterfeit
money is considered a very serious crime
in Spain and may lead to prosecution.

When buying goods in Spain with credit or
debit cards, you may need to show ID. You
may be able to use a driving licence or a
photocopy of your passport, but you may
be required to show your passport.
Travel

Road travel
Driving is on the right. Driving rules and
customs are different from those in the UK
and the accident rate is higher, especially
on motorways.
[Source: Department for Transport (2013)]

If you plan to live in Spain, visit the British
Embassy website: www.gov.uk/government/
world/spain for advice and information.
Visit the Website and download the free Mobile App

You must carry two red warning triangles
which should be placed, in the event of
an accident or breakdown, in front of and
behind the vehicle. You must have a spare
wheel and the tools to change it. If at any
time you have to leave your vehicle due to
an accident or breakdown or while waiting
for the arrival of the emergency services,
you must wear a reflective vest or you may
face a heavy fine. UK provisional licences
are not valid for driving in Spain.

See the European Commission, AA and
RAC guides on driving in Spain:

•

•
•

www.ec.europa.eu/transport/road_
safety/ going_abroad/index_en.htm
www.theaa.com/motoring_advice/
overseas/general_advice.html

www.rac.co.uk/travel/driving-abroad/
countries/spain/

Carry a certificate of insurance in case you
are stopped. If you are using UK insurance,
always carry your certificate with you.
Remember that this certificate is generally
only valid for a stay of less than three
months – contact your insurer if you are
staying longer.

Unlicensed taxi drivers
Passengers caught using unlicensed taxi
services are liable for fines of up to €600.
Make sure you book your taxi or airport
transfer through a licensed firm.

Seat belts are required for all passengers
in the front and back seats. No children
under the age of 12 should be in the front
seat and small children must be in an
approved child safety seat in the back
seat. Your car hire agency will be able to
provide a seat so let them know you need
one when you reserve the car.

There is no charge to enter or leave
Gibraltar. Do not hand over money
if you are approached by anyone claiming
that there is a charge.

Spain has strict drink driving laws. Penalties
include heavy fines, loss of licence and
imprisonment.

Crossing between Spain and Gibraltar
Spanish border checks can cause delays
when crossing between Spain and Gibraltar,
see: www.gov.uk/foreign-travel-advice/
gibraltar.

Talking on a mobile phone when driving
is forbidden, even if you have pulled over
to the side of the road. You must be
completely away from the road. Using
an earpiece is also prohibited but you
are allowed to use a mobile phone with
a completely hands-free unit.
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Crime

Most visits to Spain are trouble-free, but
you should be alert to the existence of
street crime, especially thieves using
distraction techniques. Thieves often work
in teams of two or more people and tend
to target money and passports. Do not
carry all your valuables in one place, and
remember to keep a photocopy or scanned
copy of your passport somewhere safe.

Many people have their passports stolen
while passing through airports, either on
arrival in or departure from Spain. Take
extra care to guard passports, money and
personal belongings when collecting or
checking in luggage at the airport, and
while arranging car hire. There has been
an increase in the number of thefts from
hire cars. Remove all valuables from the
vehicle when you park or store items out
of sight.

In some city centres and resorts, thieves
posing as police officers may approach
tourists and ask to see their wallets for
identification purposes. If this happens to
you, establish that the officers are genuine
and if necessary show some other form of
ID. Genuine police officers do not ask to
see wallets or purses.

In any emergency, call 112. To report a
crime, including stolen property and lost or
stolen passports, visit the nearest Policia
Nacional, regional police (Ertzaintza in the
Basque Country, Mossos d’Esquadra in
Catalonia, and Policia Foral in Navarre)
or Guardia Civil Station to make a police
report (denuncia). If you have had
belongings stolen, you will need to keep
the report for insurance purposes. If your
passport is lost or stolen, you will also
need the report to apply for an emergency

travel document from the nearest British
Consulate and to apply for a replacement
passport when you return to the UK.

Personal attacks, including sexual assaults,
are rare but they do occur, and are often
carried out by other British nationals. Be
alert to the possible use of ‘date rape’ and
other drugs including ‘GHB’ and liquid
ecstasy. Buy your own drinks and keep
sight of them at all times to make sure
they are not spiked. Alcohol and drugs can
make you less vigilant, less in control and
less aware of your environment. If you
drink, know your limit – remember that
drinks served in bars are often stronger
than those in the UK. Avoid splitting up
from your friends, and do not go off with
people you do not know.

There has been an increase in reports
of burglaries in areas with holiday
accommodation and residential areas in
major cities. Make sure your accommodation
has adequate security measures in place
and lock all doors and windows at night or
when you are not in. If you are a tourist
and are concerned about the security of
your accommodation, speak to your tour
operator or the owner. Make sure you
know the contact details of the local
emergency services and the location of the
nearest police station.

When driving, be wary of approaches
by bogus police officers in plain clothes
travelling in unmarked cars. In all trafficrelated matters, police officers will be in
uniform, and all police officers, including
those in plain clothes, carry official ID.
Unmarked police vehicles have a flashing
electronic sign on the rear window which
reads Policía (Police) or Guardia Civil (Civil
Guard), and normally have blue flashing
lights. Genuine police officers will only ask

Visit the Website and download the free Mobile App
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you to show them your documents and will
not ask for your bag or wallet/purse.
If in any doubt, you should talk through the
car window and contact the Civil Guard
on 062 or Police on 112 and ask them to
confirm that the registration number of the
vehicle corresponds to an official police
vehicle.

Be aware of ‘highway pirates’ who target
foreign-registered and hire cars, especially
those towing caravans. Some will (forcefully)
try to make you stop, claiming there is
something wrong with your car or that you
have damaged theirs. If you decide to stop
to check the condition of your/their vehicle,
stop in a public area with lights like a service
station, and be extremely wary of anyone
offering help.

Spanish law defines anyone under 18 to
be a minor. Any unaccompanied minors
that come to the attention of the Spanish
authorities (for whatever reason, but
particularly in connection with criminal
incidents or when in hospital) are judged
to be vulnerable and may be taken into a
minors centre until a parent or guardian
can be found.
You must provide ID (your passport) if
requested by a Police Officer. The Police
have the right to hold you at a police
station until your identity is confirmed.

Possession of even a small quantity of
drugs can lead to arrest and detention.
Possession of large quantities will probably
result in prosecution and a prison sentence
if convicted.

There are strict controls on drinking and
sexual activity in public places, including
beaches.

In some parts of Spain it is against the law
to be in the street wearing only a bikini
or swimming shorts/trunks. Being barechested has also been banned. Some
local councils will impose fines if you are
caught wearing swimwear on the seafront
promenade or the adjacent streets.

For security reasons, some public
authorities in Spain do not allow the burka
or niqab to be worn in their buildings. If
you visit town councils wearing a burka
or niqab, you may be asked to remove it
while in the building.

Only use officially registered or licensed
taxis.

Lottery scams
There have been reports of lottery scams
in Spain. A person receives what appears
to be official notification from the Spanish
Inland Revenue office (Hacienda) that they
have won the Spanish lottery and should
deposit money in a bank account to
receive their winnings. It is likely to be a
scam if you have not entered a lottery, you
are asked to pay anything up-front and the
contact telephone number is for a mobile
phone.

Some local councils in Spain have banned
the consumption of alcohol in the street
and on-the-spot fines may be issued.
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Timeshare and holiday clubs
Timeshare ownership is well established
in Spain with many respected companies,
agents and resorts operating legally and
fairly. However, there are also many
unscrupulous companies, some of
which claim to provide various incentives,
which do not always materialise. Further
information and advice is available from
the Timeshare Consumers Association
(TCA): www.timeshare.org.uk/what-istimeshare.php and on the British Embassy
website: www.gov.uk/government/world/
spain

Bribery and corruption
Bribery is illegal. It is an offence for British
nationals or someone who is ordinarily
resident in the UK, a body incorporated in
the UK or a Scottish partnership, to bribe
anywhere in the world. In addition, a
commercial organisation carrying on a
business in the UK can be liable for the
conduct of a person who is neither a UK
national nor resident in the UK or a body
incorporated or formed in the UK. In this
case it does not matter whether the acts
or omissions which form part of the offence
take place in the UK or elsewhere.
The UK Government takes a very serious
view on bribery and corruption, and any
UK company considered to be involved in
corrupt practices will feel the full weight of
the law bear down on them under the UK
Bribery Act 2010. The UK Department for
Business, Energy & Industrial Strategy
(BEIS, formerly Business, Innovation and
Skills, or BIS) has published a number of
documents on their website. See:
www.gov.uk/government/organisations/
department-for-business-energy-andindustrial-strategy for assistance in this
area.

Spain has also had a number of high
profile corruption cases over recent years.
Most of these cases have been linked to
the housing boom and involved mostly
regional and municipal governments in the
awarding of contracts for cash payments.
The Bárcenas corruption case, which
broke in January 2013, is the first major
corruption case to affect members of the
central government.

The case centres on allegations that the
ex-Partido Popular treasurer used
undeclared party donations from private
companies to make illegal bonus
payments to senior party figures. Other
major corruption cases include the ERE
case, involving alleged fraudulent payments
of redundancy pay by the regional socialist
government (PSOE) in Andalusia and the
Noos case, involving the King´s brother-inlaw Iñaki Udangarin, involving allegations
of misuse of public funds intended to
finance a sports centre in Palma de
Mallorca.
The OECD also reported on Spain´s legal
framework against bribery in 2014. The
review highlighted Spain´s record of zero
prosecutions and expressed concerns that
Spain operated different sanction regimes
for bribery of EU and non-EU MS.

The second GRECO (EU Group of States
Against Corruption) compliance report on
Spain, dated June 2013, encouraged the
Spanish authorities “to pay further attention
to the international dimension of corruption”,
and acknowledged that lack of transparency
of political funding “constitute a major
source of citizen’s concern”. A recent opinion
poll showed that 85% of Spaniards think
corruption is widespread or very widespread
in business and government alike.
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Corruption is cited as one of the factors
behind declining support for the two main
political parties. Both the government and
the opposition have committed to tackling
corruption in order to reverse this trend.
A first ever Transparency Law was passed
in 2013. Following the State of the Nation
debate a clear majority in the Congress
voted in favour of a motion mandating the
government to bring forward the following
reforms:
•
•

•

•
•

•

A new law on the control of the
economic and financial activities of
political parties.

A new regulatory law on the exercise
of politicalfunctions (´statute of public
office´) which will clarify requirements
on public figures to publish their tax
returns and declarations of assets.

Modification of the penal code to
include a crime of illegal financing
and unjustified profit of elected public
officials.

Reform of the court of auditors to give
it more tools to monitor and investigate.
Reform of the public sector contracting
law to prohibit contracts being
awarded to people previously
sentenced for corruption.

New measures to modernise electoral
campaigns.

In 2014 the first Spanish Government
transparency website was launched. See:
www.transparencia.gob.es. Also Spain is
included in the World Bank´s Ease of Doing
Business report at: www.doingbusiness.
org/data/exploreeconomies/spain and its
performance evaluated in Transparency

International´s Corruption Perceptions
Index 2014 at: www.transparency.org/
cpi2014/results
Safety

Balcony falls (balconing)
There have been a number of very serious
accidents (some fatal) as a result of falls
from balconies. Many of these incidents
have been caused by British nationals
being under the influence of drink or drugs
and most should have been avoidable.
Your travel insurance probably will not
cover you for incidents that take place
while you are under the influence of drink
or drugs. Some local councils have
introduced laws banning the misuse of
balconies with fines for those who are
caught.

Outdoor activities
Take care when swimming in the sea.
Some beaches, especially around Spanish
Islands, may have strong undercurrents.
Most of them have a flag system. Before
swimming, make sure you understand the
system and follow any warnings (a red flag
means you must not enter the water). You
should take extra care if there are no
life-guards, flags or signs. Follow local
advice if jellyfish are present.
You should avoid swimming at beaches
that are close to rivers. Do not dive into
unknown water as hidden rocks or shallow
depths can cause serious injury or death.
Take care when walking along unmanned
beaches close to the water’s edge as
some waves can be of an unpredictable
size and come in further than expected
with strong undertows.
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Further tips can be found on ABTA’s
Swim Safe pages. See: www.abta.com/
news-and-views/campaign-zone/swim-safe

Temperatures in some parts of Spain can
change very quickly. Take extra care when
planning a hike or walk to check local
weather reports for warnings of extreme
heat or cold temperatures.

If an accident occurs whilst mountaineering,
canoeing, potholing or climbing, or if you
become lost in the mountains or other
areas requiring mountain rescue, call
112 for the emergency services or 062 for
the Civil Guard. For advice on safety and
weather conditions for skiing or other
outdoor activities call the Spanish National
Tourist Office in London on 020 7317 2028
or see the European Avalanche Warning
Services site: www.avalanches.org/
eaws/en/main.php. The Catalonia region
has started billing negligent climbers,
skiers and other adventurers who have to
be rescued.
Political situation
Avoid all demonstrations and follow the
advice of police and local authorities.

Terrorism
There is a high threat from terrorism.
Attacks could be indiscriminate, including
in places visited by foreigners. The Spanish
authorities take measures to protect visitors,
but you should be vigilant and follow the
instructions of the local authorities.
The Basque terrorist organisation ETA has
been less active in recent years and has
not mounted any attacks since 2009. In
October 2011 ETA announced a “definitive
cessation of armed activity”. ETA’s last
major attack was in 2006. British Nationals
have not been a target of ETA terrorism.

There is considered to be a heightened
threat of terrorist attack globally against UK
interests and British nationals, from groups
or individuals motivated by the conflict in
Iraq and Syria. You should be vigilant at
this time. In 2015, Spanish police disrupted
a number of groups suspected of recruiting
individuals to travel to Syria and Iraq.
Some of them expressed an intention to
carry out attacks in Europe. Several further
police operations have taken place in
2016. Spanish authorities believe that
a number of Spanish nationals have
successfully travelled to Syria and Iraq.

[Source: FCO Overseas Business Risk/gov.uk
(July 2015)]

Health

Visit your health professional at least four
to six weeks before your trip to check
whether you need any vaccinations or
other preventive measures. Country-specific
information and advice is published by the
National Travel Health Network and Centre
on the TravelHealthPro website:
www.travelhealthpro.org.uk/locations/spain
and by NHS (Scotland) on the fitfortravel
website: www.fitfortravel.nhs.uk/
destinations/europe--russia/spain.aspx
Useful information and advice about
healthcare abroad is also available on the
NHSChoices website: www.nhs.uk/
NHSEngland/Healthcareabroad/Pages/
Healthcareabroad.aspx

Health insurance
If you are visiting Spain, you should get
a free European Health Insurance Card
(EHIC) before leaving the UK. The EHIC
is not a substitute for medical and travel
insurance, but it will cover you for any
necessary treatment you receive at a public

Visit the Website and download the free Mobile App

healthcare centre or hospital during your
trip. Any treatment provided is on the same
terms as Spanish nationals.

You should produce your EHIC prior to
treatment. If you do not have your EHIC
with you or you have lost it, you can call
the Department of Health Overseas
Healthcare Team (+44 191 218 1999) to
get a Provisional Replacement Certificate.
You are under no obligation to provide
travel insurance as payment for necessary
treatment in a public healthcare facility and
you can insist that your EHIC is accepted.
Some hotels may call private doctors or
ambulances to take patients to private
hospitals; the EHIC will not be accepted
there. For more information visit the
Healthcare in Spain website:
www.healthcareinspain.eu

The EHIC will not cover medical repatriation,
or any private care. Private hospitals will
not accept the EHIC and will ask you to
pay for your treatment or provide evidence
of adequate insurance. Make sure you
have adequate travel health insurance and
accessible funds to cover the cost of any
medical treatment abroad and repatriation.
If you are referred to a medical facility
for treatment you should contact your
insurance/ medical assistance company
immediately. As a general rule, if you need
hospital treatment in Spain you are more
likely to receive appropriate care in a
public healthcare facility (although in
some tourist areas there may be no
public healthcare facility nearby). Your
insurance/medical assistance company will
be able to provide further details.

Natural disasters

Forest fires occur frequently in Spain
(including Spanish islands) during the
summer months. Take care when visiting
or driving through woodland areas.
Make sure cigarette ends are properly
extinguished, do not light barbecues and
do not leave empty bottles behind. You
should be aware that causing a forest fire
is treated as a criminal offence in Spain
even if unintentional. If you see the on-set
of a forest fire, call the emergency services
on 112.
[Source: FCO Travel advice/gov.uk (Apr 2016)]

FCO Travel Advice
If you are travelling to Spain for business,
the Foreign & Commonwealth Office
(FCO) website has travel advice to help
you prepare for your visits overseas and
to stay safe and secure while you are
there.For advice please visit the FCO
Travel section pages on the gov.uk website: www.gov.uk/foreign-travel-advice/spain
Travel insurance

Take out comprehensive travel and medical
insurance before you travel. See FCO
Foreign Travel Insurance: www.gov.uk/
guidance/foreign-travel-insurance
[Source: FCO Travel advice/gov.uk (Apr 2016)]

If you need emergency medical assistance
during your trip, dial 112 and ask for an
ambulance. If you plan to live in Spain, you
should look at alternative forms of health
cover and visit the British Embassy
website: www.gov.uk/government/
world/spain for more information. Further
information on accessing healthcare in
Spain for visitors is available at the
Healthcare in Spain website:
www.healthcareinspain.eu
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The market for British education and related products
is huge in Spain. Spain hosts the second largest
number of British schools outside the UK in the world.
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Sector-specific opportunities in Spain

The Department for International Trade
(DIT, formerly UK Trade & Investment or
UKTI) publishes over 1,000 business
opportunities per month across all sectors
and over 100 markets. Sign up to receive
regular export opportunities alerts at:
www.exportingisgreat.gov.uk

Access high value public procurement
notices via Tenders Electronic Daily (TED)
at: www.ted.europa.eu/TED/main/
HomePage.do. TED contains all
procurement notices above a certain
threshold from the EU and European
Economic Area (EEA). See also:
www.ojec.com/?aspxerrorpath=/
threshholds.aspx
Watch DIT’s videos for more information
about opportunities in Spain, at:
www.youtube.com/playlist?list=PLW9Q9i8
L1YhU2QkDDIznvyvahRiVvqdww

Spain has a highly diversified economy
and can offer opportunities in many sectors:
Agriculture

Agriculture remains important to the Spanish
economy making up 15.5% of total exports.
There are still many areas in Spain’s
agriculture sector where processes could
be improved. Farming practices are
expected to change in the next five to
ten years as many farms are passed to
younger generations to manage.
Technology and new products will be
required to:

•

improve production methods

•
•

address traceability

make farming more sustainable

Opportunities include:
•
•
•
•

fertilisers and pesticides for organic
farming

quick diagnostic kits for use in meat
production e.g. salmonella
water purification products

vaccines for illnesses such as Blue
Tongue

Contact Senior Trade Advisers:
shona.brown@fco.gov.uk or beatriz.asua
@fco.gov.uk for more information on
opportunities in agritechnology.
[Source: DIT/gov.uk (Apr 2016)]

Defence and security

The Spanish military have recently adopted
a more centralised approach to planning
and procurement programmes. They have
widened the remit of the Armaments and
Material Directorate (DGAM). DGAM are
setting up specific programmes to cover
the gradual acquisition of:
•

8x8 vehicles

•

tanker aircraft

•
•
•

F110-class frigates
Remotely Piloted Aircraft (RPA)
cyber

Visit the Website and download the free Mobile App

The UK security industry enjoys a great
reputation in Spain which counts amongst
its top export destinations in this sector.
There is still room for growth. Opportunities
for UK suppliers include:

•
•
•

•

cyber security particularly for the
private sector

protection of critical national
infrastructure (physical protection as
well as cyber)

smart border technologies

riot police equipment

Contact the UK Export Control Organisation
(ECO) to check your goods are meeting
legal requirements for export. See:
www.gov.uk/government/organisations/
export-control-organisation

Contact Senior Trade Adviser:
fernando.pons@fco.gov.uk for more
information on opportunities in the defence
and security sector.

[Source: DIT/gov.uk (Apr 2016)]

Education

The market for British education and
related products is huge in Spain. Spain
hosts the second largest number of British
schools outside the UK in the world. Many
are members of the National Association
of British Schools in Spain (NABSS). All
products and services which are successful
in UK schools potentially could do well in
Spain’s international schools sector. See:
www.nabss.org

Spain has a firm political commitment to
maintain and expand a state bilingual
education programme, potentially offering
opportunities for UK providers.

Over 100,000 Spanish adults and children
visit the UK to study English every year.
UK language schools, boarding schools
and other study centres generally work
through Spanish study abroad agents, the
most reliable of which are members of:
www.aseproce.es.

Over 9,000 Spaniards chose higher
education in the UK in 2014. Spain is
one of the ten top sending countries and
demand is growing.

Spain still has a significant skills gap in
English language proficiency, ranking near
the bottom of the EU. As professional
careers require advanced proficiency the
English Language Training (ELT) market is
huge for learners of all ages. Speciality
areas such as business English are highly
competitive. New entrants must have a
brand name and/or a Unique Selling Point
(USP).

Demand for special needs products is
rising in both the education and healthcare
sectors. It is currently a relatively
underdeveloped sector in Spain. Almost
one third of children with disabilities attend
regular schools without dedicated support.
Corporate training also offers opportunities
to UK providers.

Contact Trade Adviser:
marc.michaud@fco.gov.uk for more
information on opportunities in the
education sector.

[Source: DIT/gov.uk
Apr 2016)]
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•

Spain is still the 4th largest generator of
wind energy in the world despite recent
low investment. It is the 2nd source of
power generation meeting 20.3% of
demand after nuclear (22%). Between
4,553 and 6,473 MW of new wind energy
capacity need to be installed for Spain to
reach its 2020 renewable energy target.

Contact Senior Trade Adviser:
marianne.carlin@fco.gov.uk for more
information on opportunities in the energy
sector.

Spain’s 2014 to 2020 National Energy
Efficiency Action Plan aims to reduce
consumption 26.4% by 2020. National and
regional government incentives support
this objective.

The Basque Country leads Spain in the
design and manufacture of power generation
and electrical distribution equipment,
including three of Spain’s four wind turbine
builders. The sector is made up of some
350 companies, and there are supply
chain and collaboration opportunities for
UK companies in wind and marine.
There are opportunities for UK companies
in:

•

•
•
•
•

Latin America through Spain’s global
energy companies: Iberdrola (owners
of Scottish Power); Endesa (owned by
Enel); Repsol and Gas Natural Fenosa
energy efficiency in buildings, smart
metering and smart grid solutions/
lighting
energy storage

innovative carbon reduction solutions
nuclear (construction of a temporary
centralised storage facility for spent
fuel)

•

wind turbine repowering

collaboration on EU Horizon 2020
energy projects (The EU Framework
Programme for Research and
Innovation). See: www.ec.europa.eu/
programmes/horizon2020

[Source: DIT/gov.uk (Apr 2016)]

Food and drink

Spain’s food and drink sector has grown
since the beginning of the economic crisis.
Demand for British products has increased
due to:
•

Spanish acceptance of products

•

large numbers of British tourists

•

large numbers of British expats

Demand is very strong for gourmet and
premium products. Alimentaria, Europe’s
third biggest food and drink exhibition,
offers opportunities for UK suppliers. See:
www.alimentaria-bcn. com/en/Home
British cereal grain tends to do very well in
the Spanish market as British and Spanish
harvest times differ. Contact Senior Trade
Adviser: beatriz.asua @fco.gov.uk for
more information on opportunities in the
food and drink sector. Contact Trade Adviser:
aurora.ortega@fco.gov.uk for more
information on opportunities in the
food and drink sector in Catalonia.
[Source: DIT/gov.uk (Apr 2016)]
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Healthcare

Spain continues to invest heavily in
healthcare. There are about 750 public
hospitals, 300 private hospitals and seven
million private health policy owners in
Spain. Healthcare is devolved to the
regions so care and access to drugs can
vary from region to region.

The aging population and rise in chronic
diseases is increasing pressure on the
healthcare system. As a result there are
opportunities for products and services
involving:
•

cutting stays in hospital

•

telemonitoring

•
•

•
•

•
•
•

selling services to drug development
companies
selling services to discovery research
centres
selling innovative or cost efficient
products and equipment for R&D

Contact Senior Trade Adviser:
shona.brown@fco.gov.uk for more
information on opportunities in the life
sciences sector.
Contact Senior Trade Adviser:
jessica.griffiths@fco.gov.uk for more
information on opportunities in the life
sciences sector in Catalonia.

wound management
e-health

Catalonia is a major centre in southern
Europe for R&D activities. It is home to:

•

There are opportunities for UK Contract
Research Organisations (CROs) in
Catalonia:

[Source: DIT/gov.uk (Apr 2016)]

BioRegió de Catalunya (BioCat), a
centre for pharmaceutical companies.
See: www.biocat.cat/en

Southern European Cluster in Photonics
and Optics (SECPhO). See:
www.secpho.org/en
ALBA, the Spanish synchrotron
radiation facility. See: www.cells.es/en
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Overcoming adversity
in construction
Written by David Johnson, Regional Director for property and construction consultancy, Gleeds

Since the financial crisis, which undoubtedly hit Spain much harder than many of the other EU
countries, there has been a heightened awareness of project costs. In fact, cost is now being
put under the magnifying glass as its weighting in the real estate arena now has more bearing.
If we look at the geo-political outlook in the country beyond June’s uncertainty and a sense of
stalemate amongst decision makers could hinder plans to cut one of the Eurozone’s largest
fiscal deficits if we are not careful.
This is counter intuitive when you consider that Spain is still expected to grow at one of the
fastest rates of the Eurozone. Experts confidently expect the economy to grow 2.8% in 2016,
which is up 0.1 percentage points from the previous month’s estimate and for 2017, those
looking in the crystal ball see growth moderating to 2.3%. Not outstanding but much better
than we have seen in our recent history.
Housing is a key indicator of the construction cycle and also regarded as a high profile
barometer of the economy. In March, the Spanish Board of Architects granted 6,176 new
construction permits, according to data published by the Ministry of Public Works - this was
the highest number since September 2011. On an annual basis, that means permits rose
101.6%, which was well up from the 34.8% increase recorded in the previous month.

The effects of the crisis were devastating for many businesses, especially in the construction
sector. Notwithstanding this, we set an objective to grow during the crisis. We have achieved
this - growing from 55 to 70 full-time staff and are now much stronger than before. We also
managed to hold on to our core team which has been fundamental surviving such difficult
times.

All of the services provided by Gleeds originate from an economical viewpoint. As such, our
range of professional services is ideally suited to the current market conditions where cost
and value are the order of the day.

gleeds.com | @GleedsGlobal

The services we provide are summarised as follows:
Cost management

No one is perfect and the uniqueness of
construction-related design invariably
leads to some mistakes being made. The
trick is to spot them before it’s too late.
Filtering out these elements effectively
improves the quality of design, tender
and contract information.

Independent cost management (also
known as Quantity Surveying) sits at
the heart of property and construction
consultancy, Gleeds.

We offer an important alternative to the
traditional way of estimating, where
estimating simply follows the design
process.

Our philosophy is based on design-to-cost.
This means the client’s budget is respected
throughout all stages of a development,
so that the cost established at the outset –
and what the project viability is based on –
is maintained and not surpassed. Our
approach involves making the other elements
of the project (design, specification,
programming, risk exposure etc) fit the
cost model, not the other way round.
This allows us to build robust cost models.
These are not about reducing quality but
optimising value - and isn’t that what it is
all eventually about, i.e. getting more for
less.
Detailed cost planning is fundamental
to this process and we are encouraged
that, recently, there has been increasing
recognition by design consultants for
the need for professional cost input,
particularly relating to early design stages.
As cost managers, we are a focal point
in the design process. As we receive
information from across all disciplines,
we are best placed to identify any
discrepancies, errors, omissions or
overlaps, contained within design
documentation.

But cost management is not only about
cost planning – the quantity surveyor is
of paramount importance during the
tendering phase, checking for potential
errors/omissions/clarifications and
ascertaining that the proposed amounts
are properly balanced and weighted within
the construction programme.

And once on site, the role of the quantity
surveyor has not ended. The works still
need to be corrected valued, modifications
to design, specification and programme
need to be professionally evaluated/agreed
with contractor and the final account needs
to be settled quickly and professionally.
Project management

Planning makes perfect as they say, so
it is important that projects are prospered
planned and managed from inception to
completion.

As is the case with cost managers, we do
not believe in hindering the process. We
look to add value by making the processes
easier.

We do this by establishing a proper
structure for the project team from
the outset, which then allows for
communication based on the free flow
of information and for timely reporting.

International Property & Construction Consultants

The Project Execution Plan (PEP) sets out
the above structure and also provides the
guidelines for the running of the project.
In this way, the responsibilities for each
member of the team are confirmed so that
everyone knows what they have to do,
when and in what format.
A procurement strategy is designed taking
into account planning/licence processes,
contractual arrangements, quality, risk
exposure time and budget constraints.

In parallel, a master programme (timeline)
is created showing the activities to be
undertaken and identifying the “critical
path” which needs to be adhered to. This
programme is then broken down into
separate “windows” which look into the
programme in much more detail. These
windows are then managed rigorously to
maintain the project on track and avoid
slippage.

We believe that it is important to maintain
a structured approach to project management in order to provide a recorded audit
trail. Although there are a number of
fundamental elements which need to be
respected at all times, we recognise that
it is equally important for us to provide
sufficient flexibility in what we do to match
particular client and project needs.

Our role should follow through the
construction, including works package
management and coordination, close-out
phases, establishing maintenance plans
and possibly a facilities management role.

gleeds.com | @GleedsGlobal

Building surveying

When considering the acquisition of a real
estate opportunity, it is clearly important to
understand the technical aspects of the
asset.
Whether it is an “off-plan” acquisition
(where guidance is needed in respect to
market benchmarking) or whether the
purchase of an existing property is under
consideration - where a technical health
check and commentary is required - a
building surveying input would be most
advantageous. Likewise, the quality of
existing maintenance plans and improvements to same would form part of the
scope of service.
All the above activities not only provide
“peace-of-mind” but also serve as a
bargaining tool when negotiated a
purchase price for an asset.
Future trends

In a changing market, we need to stay
ahead of the times and therefore
innovation is key to our survival. BIM
technology and methodology is increasing
and our teams are trained in its use.

We are also emphasising use our skill set
on the already built environment through
our Technical Asset Management (TAM)
programme, which is designed to assist
Fund, Asset and Property Managers.

Additionally, we are able to help clients
achieve improvements to their tax liabilities
through our team of specialists.

SPAIN

Madrid Financial District

There is generally no requirement for prior approval
of investments from EU companies in Spain. However,
there are some exceptions depending on the size and
nature of the investment.
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Management Services
Company Formation Services
Registered Office Services
Accounting and Reporting Services
Financial Statements Consolidation
Payroll Services
Outsourcing of Professional Services
Business Center
Relocation Services
Family Office Services
Tailor-made IT and Cloud-Computing
Services

www.igmasa.com

Preparing to export

How to do business in Spain

Spain has been an EU member since
1986, so European business practises and
standards generally apply.

Contact the DIT (formerly UKTI) team in
Spain to help find tax and legal advisers
before entering into agreements. See the
‘Resources’ section of this guide for
contact information.

Start-up considerations

To export directly to Spain you should
appoint a distributor or an agent who
knows the market and is well connected.
Local representatives can provide either
national or regional coverage. Contact
the DIT (formerly UKTI) team in Spain at:
www.gov.uk/government/world/organisations
/uk-trade-investment-spain#contact-us to
help find tax and legal advisers before
entering into any distribution or agency
contracts. Always seek appropriate trade
and bank references before consigning
goods. You can also:
•
•

enter joint venture partnerships
set up owned or partly owned
subsidiaries

Almost all types of UK businesses entering
Spain must obtain a clear name search
certificate from the Central Mercantile
Registry. Different categories of Spanish
businesses are governed by different
regulations. Invest in Spain provides more
information about types of businesses and
procedures for opening them. See:
www.investinspain.org/invest/wcm/idc/
groups/public/documents/documento/
mda0/mjy4/~edisp/4268480.pdf for more
information on how to establish a company
in Spain, purchase an existing company,
establish a representation office or
establish a branch etc.

Standards and technical regulations

Products and packaging should meet EU
standards. See: www.europa.eu/youreurope
/business/product/ce-mark/index_en.htm
for more details.

You should seek legal advice or guidance
from the appropriate regulatory agency in
Spain. Visit the De Cotta Law profile on
page 94 for more information. Check the
Spanish Chamber of Commerce website
for more about regional standards and
technical regulations. See: www.comercio.
gob.es/en/comercio-exterior/direccionesterritorialesprovinciales/pages /red.aspx
Documentation

Labelling for all food and drinks products
must be in Spanish. Labels must include:
•

the expiration date

•

all ingredients and instructions

•

country of origin

Exports of food and agricultural products
to Spain are guided by specific regulations.
Read the Food and Agricultural Import
Regulations and Standards (FAIRS) report
for full details. See: www.gain.fas.usda.gov

[Source: DIT/gov.uk/Invest in Spain (Apr 2016)]
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A local distributor will be able to help with
advice regarding import and other
regulations in Spain.
Investment

There is generally no requirement for
prior approval of investments from EU
companies in Spain. However, there are
some exceptions depending on the size
and nature of the investment.

Investments must be registered with the
Directorate General of Trade Policy and
Foreign Investments. All legal businesses
must be registered with the Spanish
Ministry of Finance Hacienda y
Administraciones Públicas. See: www.
minhap.gob.es/en-GB/El%20Ministerio/
Paginas/El%20Ministerio.aspx
[Source: DIT/gov.uk (Feb 2016)]

Intellectual property (IP)

Trademarks, designs, patents and copyright
are the principal forms of intellectual
property (IP) protection available to
companies and individuals. Having the
right type of intellectual property protection
helps you to stop people stealing or copying:
•

the names of your products or brands

•

the design or look of your products

•
•

your inventions

things you write, make or produce

of protection automatically, others you
have to apply for.
You own intellectual property if you:

•
•
•

created it (and it meets the
requirements for copyright, a patent or
a design)

bought intellectual property rights from
the creator or a previous owner
have a brand that could be a trade
mark, e.g. a well-known product name

You usually will not own the intellectual
property for something you created as part
of your work while you were employed by
someone else.

Intellectual property can:
•

have more than one owner

•

be sold or transferred

•

belong to people or businesses

However, IP law – especially for patent
protection – is not yet totally harmonised
within the EU.
Trademarks, designs, patents and
copyright are the principal forms of
intellectual property (IP) protection
available to companies and individuals.

IP law, especially for patent protection, is
not totally harmonised within the EU.

Copyright, patents, designs and
trademarks are all types of intellectual
property protection. You get some types
Visit the Website and download the free Mobile App

Doing Business in Spain

Spanish intellectual property laws are
harmonised with those of the other EU
member states and Spain has ratified the
main international treaties in this field.
Spain follows the ‘first-to-file’ system
whereby the first person to apply for
registration will have priority rights. Oficina
Española de Patentes y Marcas (OEPM)
has responsibility for IP protection in
Spain. See: www.oepm.es/en/invenciones
/index.html

IP rights are territorial, that is they only give
protection in the countries where they are
granted or registered. If you are thinking
about trading internationally, then you
should consider registering your IP rights
in your export markets. For information on
registering your trademark in Spain, you
should contact:
Office for Harmonisation in the Internal
Market:
Avenida de Europa
4 03008 Alicante
Spain
Tel: +34 96 513 9100
Fax: +34 96 513 1344

Email: informacion@oami.europa.eu
Website: www.oami.europa.eu

For information on obtaining a patent in
Spain, you should contact the Spanish
Patent Office Oficina Española de
Patentes y Marcas: www.oepm.es/
es/index.html. Refer also to the website of
the World Intellectual Property Organisation
(WIPO), and the Madrid Protocol for the
international registration of marks.
See: www.wipo.int/portal/en and
www.wipo.int/madrid/en.

Contact the Intellectual Property Office
(IPO), the official UK Government body
responsible for intellectual property (IP)
rights including patents, designs, trademarks
and copyright, for further information or
advice: www.gov.uk/government/
organisations /intellectual-property-office
[Source: DIT/gov.uk/IPO (Feb 2016)]

Tax and customs considerations

The UK and Spain have signed a double
taxation convention. The UK Government
has a 24 page document “2013 Spain-UK
Double Taxation Convention” downloadable
at: www.gov.uk/government/publications/
spain-tax-treaties-in-force
Customs
The internal market of the European Union
(EU) is a single market in which the free
movement of goods, services, capital and
persons is assured, and in which citizens
are free to live, work, study and do business.

Since its creation in 1993, the single market
has opened itself more to competition,
created jobs, and reduced many trade
barriers. The Single Market Act (see:
www.ec.europa.eu/growth/single-market/
smact/index_en.htm#maincontentSec3)
was put forward in two parts, in 2011 and
2012, containing proposals to further
exploit the opportunities afforded by the
single market, in order to boost employment
and improve confidence in European
business.
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Therefore as a single market allowing
the free movement of goods and services,
no import duties are applicable, at the
moment.

The EU Referendum held in the UK on
23rd June 2016 delivered a clear vote for
the United Kingdom to leave the EU. The
Prime Minister reassured British people
living in the EU, and European citizens in
the UK, that there would be no immediate
changes to their circumstances, and that
there would be no initial change to the way
people can travel. Until it leaves, the UK
remains a full member of the EU. The
period for exit, under the EU Treaties, is
two years unless the other Member States
agree to extend it.
[Source: FCO Travel advice/gov.uk (Feb 2016,
updated 27 June 2016)]

Weights and measures should be metric
and temperatures given in centigrade.

Value Added Tax (VAT)
VAT in Spain is known as IVA. The usual
VAT rate is 21%. The reduced rates of
10% and 4% apply for products such as:
•

food

•

some educational material

•
•

drinks

•

Excise duty is levied on certain goods
including alcoholic drinks and cigarettes.

Corporate tax
You can transfer capital, dividends,
proceeds of sale abroad without any
limitations or taxes if you are a holder of
registered foreign investments. You only
need to complete certain minor bank
formalities for statistical information.

Corporate income tax in Spain is 30%.
The rates can be less for enterprises of
reduced size.

Read more about corporate tax in Spain at
Confédération Fiscale Européenne (CFE).
See: www.cfe-eutax.org/taxation/corporate-income-tax/spain

Income tax
Personal income tax applies to tax-residents
in Spain. These include:
•
•

medical aid

When you supply goods to a VAT
registered customer in Spain you should:

•

Check with HM Revenue and Customs
(HMRC) regarding VAT refund of business
expenses incurred in Spain. See:
www.gov.uk/government/publications/
vat-notice-723a-refunds-of-vat-in-theeuropean-community-for-ec-and-nonec-businesses

get the Spanish importer’s VAT
number from the invoice

keep documentary evidence that the
goods have left the UK

those resident for more than 183 days
per year in Spain
those with business and economic
interests based in Spain

Agencia Tributaria provides more information
on resident and non-resident income tax.
See: www.agenciatributaria.es
[Source: DIT/FCO/gov.uk/HMRC (Apr 2016)]

This information enables you to zero-rate
your goods for UK VAT purposes.
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SPAIN

Valencia skyline

Knowledge of English is reasonably extensive in
Spanish business, particularly amongst executives
and the younger generation, but do not rely on
being able to communicate in English – check
ahead to see if an interpreter is needed.
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BUSINESS ETIQUETTE, LANGUAGE & CULTURE

SPAIN

Doing Business in Spain

Business etiquette, language & culture
Spanish society & culture
Language
The Spanish language is Castillian and
comes from the region of Castille. It is the
official language of the entire country.
However, there are several languages
spoken in Spain in addition to Spanish,
each with their own pronunciations and
spellings, including Catalan (spoken
in Catalonia, the Balearic Islands, and
Valencia); Valencian (in Valencia); Galician
or Gallego (in northwest Spain); and
Euskera (in the Basque area).

Knowledge of English is reasonably
extensive in Spanish business, particularly
amongst executives and the younger
generation, but do not rely on being able
to communicate in English – check ahead
to see if an interpreter is needed. The DIT
(formerly UKTI) teams in Spain can assist
with finding an interpreter if required (see
the ‘Resources’ section in this guide).
As a common courtesy, as a UK business
wishing to succeed in Spain you will find
that understanding and speaking a little
Spanish – although possibly not essential
– does indicate that you are serious about
doing business there, and shows that you
are keen to understand and appreciate
their local culture. If your plan is to sell to
the Spanish, try to speak Spanish.

The people
The majority of Spaniards are Roman
Catholic, although different religious beliefs
are accepted, and the family is considered
the most important thing to the Spanish.
They are cheerful and outgoing, and use
expansive body language to express this.
Personal pride and individualism are highly

valued, as are character and rank and
status, with conservatism and modesty
being valued over assertiveness. People
strive to project affluence and social
position as appearance is considered
extremely important, dressing elegantly
and avoiding bright or flashy colours.
Human relationships are also considered
very important, particularly in the business
world.

Meeting and greeting
While many Spaniards of the opposite
sex greet each other with a kiss on both
cheeks, this is not common in business
relationships unless the parties know each
other well. It is best to shake hands with
everyone present – men, women and
children – at a business or social meeting.
If a kiss is appropriate, the Spanish will
initiate it.

The Spanish have two first names and two
surnames, composed of their father's first
surname and their mother's first surname.
Use Señor (Sr.) or Señora (Sra.) as you
would Mr. or Mrs., and ‘Señorita’ for an
unmarried woman.

Dining
Business can be conducted over meals,
but be aware that the Spanish regard eating
mainly as a sociable activity. Spaniards
rarely invite business contacts to their
home; instead they prefer to meet in a
restaurant or café. Lunches/dinners are a
vital part of establishing a relationship to
see if the chemistry is correct and to
develop trust. Generally very little business
tends to be carried out at mealtimes.
It is acceptable and not uncommon to be
late by 30 minutes in southern Spain and
15 minutes in northern Spain for social
meetings. Restaurants tend to stay open
late at night, and dinner usually commences
around 9.00 or 10.00pm.

Visit the Website and download the free Mobile App

Corporate culture

Overview
Dress code is hugely important in Spain.
How you dress will be perceived as a
reflection of your social standing and
success in business. A belief in status
permeates all aspects of Spanish society
– ideally you should try to find a wellconnected person to establish good
introductions for you.

Trust and personal relationships are the
keys to the success of doing business
in Spain. Spaniards will want to spend
time getting to know you and establishing
a relationship before doing business.
Personal qualities are valued over technical
ability, professionalism or competence.
Spaniards do not take punctuality for
business meetings seriously, but expect
that you will be on time. However, be
prepared to possibly wait a while for your
Spanish counterparts to arrive.

Business cards
These should be printed in English on one
side and in Spanish overleaf. You should
hand your card with the Spanish side
facing the recipient.

Meetings
To arrange a meeting write first (in Spanish),
and follow-up with a phone call or e-mail.
Large businesses usually work from 9.00
am until about 1.30 or 2.00 pm, then from
4.30 or 5.00 pm until about 8.00 pm, with
a long lunch break of about two hours
starting around 1.30pm. The best time for
meetings is between 10.00 and 11.00 am
or after 5.00 pm. Avoid Friday afternoons,
August, Catholic festivals and national
holidays as many businesses will be
closed (see the table of holidays).

Business can be conducted over meals,
but be aware that the Spanish regard
eating mainly as a social activity.

Do not be surprised if during business
meetings your Spanish colleagues speak
at the same time or interrupt one another
– this is not unusual and it is common to
express open disagreement and constructive
conflict. Do not move away or keep your
distance as this may be interpreted as
unfriendly. The Spanish prefer less
personal space than is the norm in the UK.

Emails
Be careful with emails. Write in Spanish
whenever possible using good, simple,
concise and direct language. Never rely
on internet translation sites as they are
often inaccurate – always use a Spanish
person or official translator. See:
www.astlanguage.com
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> Clear, consistent content is vital to
making your business understood
overseas. So don't leave it to chance.

> Well-known companies we already work
with include: Serco, Experian, Intertek, IKEA
and Caterpillar
> For a structured approach to translation,
please read the article that follows

T: 0115 9705633 | E: office@astls.co.uk | www.astlanguage.com

If you're reading this guide, the chances are you're either a seasoned
exporter, or you're committed to investigating new export opportunities
for your business. Whichever category you fall into, you'll have a good idea
of the huge investment in time, effort and resources which is required for
export success.
Your priority will be to get your product or service to market, and it's a fact
of life that procurement of peripheral resources such as translation is often
left to the last minute. In this article we'd like to demonstrate to you how
building translation into the early planning stages of your export campaigns
can pay dividends.
The internet, mobile connectivity and social media mean that now more
than ever before customers, be they B2B or B2C, are buying goods and
services within the context of a connected world of instant communication.

Buying decisions carried out in
isolation of wider and constantly
changing sector, economic or
social contexts are a thing of the
past. This means that increasingly
any product or service has to be
supported with professional
technical, marketing or other
contextual content.

As examples of this, exporters need
their technical documentation to
be easily assimilated, their marketing
content to be compelling, and
their website to be informative
and memorable. Human resources
departments on the other hand
need sensitive localisation of
policies & procedures in line
with local legislation, corporate
guidelines and house style. After all
an international expansion strategy
or company restructuring could
easily be undermined by insensitive
internal communication.

In non English-speaking markets,
all of the above can be achieved
by working with a reliable and
professional translation partner.

So how can really good translation
help build your export success:
• clear and accurate foreignlanguage branding and
content will motivate foreign
customers to buy from you

• consistent and harmonised
messaging helps to convey and
reinforce your company's values
and ethos
• corporate and operational
risk through poor quality
communication and
misunderstanding is eliminated
• overall brand integrity and
reputation are enhanced

The following components are
key to a successful translation
project, and show how AST
can make the process of
internationalising outward-facing
and internal communications
simpler, more professional and
more cost-effective:
Rigorous selection of translators

AST’s ISO9001 certified and
ISO17100 compliant processes
mean that the company has
approved sector-specialist
translators whatever the
language and deadline
requirements, with experienced
proofreaders to give the text
precision and professionalism to
really focus the reader’s attention.
Translation memory technology

Client-facing documents
produced periodically often
contain sections which stay the
same and sections which need
updating. Similarly company
websites and technical data or
manuals can contain identical
paragraphs and sections.
Translation Memory technology
is used in this situation to identify
duplicate and legacy text.
The duplicates are logged and
reused – leading to reduced
turnaround times and resulting

cost savings – with company
wordings for products, processes,
titles and descriptions translated
consistently.
Terminology management

The key words used to describe
your company’s products,
services and processes support
your brand and identity. This is
equally true in your foreign
language communications.
Unfortunately, once translated it
is often easy to lose control of key
terms, leading to uncertainty as
to whether the translations are
having the desired impact.
AST’s terminology management
prevents this. Glossaries are
maintained in multiple languages
and client terminology is checked
in each language by industry
sector experts. As the glossary
grows it can be reused with each
new project, so client content is
always on-message and brand
integrity consistent.

So there’s really no need for you
to leave the “softer” aspects of
your export campaign to chance.
Using a professional translation
company like AST provides a
guarantee that your international
content will be clear, consistent
and effective. Whatever the
language.

> YOU NEED YOUR SALES,
TECHNICAL AND WEBSITE CONTENT
TO BE TRANSLATED BY EXPERTS!

> We’re recognised as a UK leader for translating high profile,
client-facing documents

> All our translators are rigorously selected so your text will be
translated by the best people in the business

> We ensure you get premium quality translations every time,
on time and within budget

No matter how urgent your assignment we can translate it.

T: 0115 9705633 | E: office@astls.co.uk | www.astlanguage.com

Spanish public holidays 2016
Date:

25 Oct

Day:

Basque Country Regional Holiday

Basque Country

Sat

San Francisco Javier

Navarre

Tue

6 Dec

Tue

8 Dec

25 Dec
26 Dec
26 Dec

Thu

Sun

Mon
Mon

Spanish public holidays 2017
Date:

Region:

Tue

1 Nov
3 Dec

Holiday Name:

Day:

All Saints' Day

National

Constitution Day

National

Christmas Day

National

St. Stephen's Day

Catalonia

Immaculate Conception
Regional Holiday

Holiday Name:

National
Extremadura

Region:

1 Jan

Sun

New Year's Day

National

28 Feb

Tue

Andalusia Regional Holiday

Andalusia

6 Jan

1 Mar

19 Mar

Fri

Wed
Sun

Epiphany

Balearic Islands Regional Holiday
St. Joseph's Day

National

Balearic Islands

Melilla, Castilla-La

Mancha, Galicia,

Balearic Islands,

Madrid, Murcia,

Navarre, Asturias,
13 Apr

Thu

Maundy Thursday

14 Apr

Fri

Good Friday

17 Apr

Mon

Easter Monday

Valencia

National (Except

Catalonia and Valencia)
National

Catalonia, Balearic
Islands, Navarre,

Basque Country,

24 Apr
24 Apr

Mon
Mon

Aragon Regional Holiday

Castile and León Regional Holiday

Valencia
Aragon

Castile and León

Visit the Website and download the free Mobile App

Spanish public holidays 2017
Date:

Day:

Holiday Name:

Region:

1 May

Mon

Labour Day

National

15 May

Mon

San Isidro

Madrid

Canary Islands Regional Holiday

Canary Islands

2 May

17 May
30 May
31 May

Tue

Wed
Tue

Wed

9 Jun

Fri

15 Jun

Thu

9 Jun

24 Jun
25 Jul

15 Aug
1 Sep
2 Sep
8 Sep
8 Sep

Fri

Sat

Tue
Tue
Fri

Sat
Fri
Fri

11 Sep

Mon

9 Oct

Mon

25 Oct

Wed

15 Sep
12 Oct
1 Nov
6 Dec
8 Dec

25 Dec
26 Dec

Fri

Thu

Wed
Wed
Fri

Mon
Tue

Madrid Regional Holiday
Galician Literature Day

Madrid
Galicia

Castile-La Mancha Regional Holiday

Castilla-La Mancha

La Rioja Regional Holiday

La Rioja

Murcia Regional Holiday

Murcia

Corpus Christi

Castilla-La Mancha

St. James Day

Galicia

St. John's Day

Assumption of Mary

Feast of the Sacrifice / Eid al-Adha

Catalonia
National

Ceuta & Melilla

Ceuta Municipal Holiday

Ceuta

Extremadura Regional Holiday

Extremadura

Cantabria Regional Holiday

Cantabria

Astorias Regional Holiday
National Day of Catalonia

Valencian Regional Holiday

Asturias

Catalonia
Valencia

Fiesta Nacional de España

National

All Saints' Day

National

Immaculate Conception

National

Basque Country Regional Holiday
Constitution Day
Christmas Day

St. Stephen's Day

Basque Country

National

National

Catalonia
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SPAIN

Almost all types of UK businesses entering Spain
must obtain a clear name search certificate from the
Central Mercantile Registry. Different categories of
Spanish businesses are governed by different
regulations.

WHAT ARE THE CHALLENGES?
www.Spain.DoingBusinessGuide.co.uk
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Spanish and English lawyers in Spain,
Canary Islands and Balearics.

We serve the English speaking international community across
Spain and its islands. Commercial and personal clients turn to
lawyers when truly professional assistance is needed with issues
that really matter. Our firm has established an international
reputation working in Spain for more than 30 years. We provide
clear advice to clients from within and outside the European Union.
Expert and practical legal advice for businesses and individuals. Property,
Employment, Litigation, Private Client and Mediation.

Other services: Wills & Probate, Insolvency, Family Law and Personal Injury.
At De Cotta Law we speak your language

Call Sandra Wrightson on + 34 952 527 014
or email: sandrawrightson@decottalaw.net
SPAIN + 34 952 527 014 | TENERIFE + 34 922 719 520
Email: info@decottalaw.net | www.decottalaw.com

ENGLISH AND SPANISH LAWYERS

Establish your foothold in Europe – English & Spanish lawyers working for you in Spain

What are the challenges?

Doing business in Spain does not present
major challenges to UK companies as
Spain is a similar market to the UK.

The Spanish market is open to overseas
companies and there are no specific
restrictions. However, there are challenges
which include:
•
•
•

long payment terms with many
organisations working on 90 to 120
payment days
some inflexibility remaining in the
labour market

high degree of devolution of powers to
Spain’s 17 autonomous regions

[Source: DIT/gov.uk (Apr 2016)]
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Rachel has a reasonable level of Spanish
but not enough to establish the business
and deal with the authorities. They have
viewed a number of suitable properties
but now decide to rent in Málaga
while they look for a place to live and
commercial office premises for their
business.

Tony and Rachel Shakespeare have been
running a small software company from
their home in Leeds. They have no
employees but have just secured a
contract with a German company that will
require expansion of their premises and
employment of one specialist and one
administrative level employee.
They have 4 months before the contract
term commences. Tony and Rachel
have been regular visitors to Málaga in
southern Spain and they have wanted to
relocate for some time. In the long term
they are interested in getting work in the
Spanish and Latin American market and

Firstly they will need to appoint a property
lawyer who can advise them on the
purchase of the residential and
commercial properties. The lawyer will
undertake land searches and check the
licensing and planning issues. For the
commercial property it might be possible
to enter into a rent with option to buy
clause allowing them to focus on the
contract without taking too big a financial
risk at the outset. It will be necessary to
have a local licence to run the business
and the commercial property might need
some adaptation.

Lawyers can advise on the appointment
of a local surveyor or architect who knows
the local rules and can provide the
necessary reports and obtain licences.

www.decottalaw.com

Establish your foothold in Europe – English & Spanish lawyers working for you in Spain

CASE STUDY BASED ON THE EXPERIENCES OF
BUSINESS OWNERS SETTING UP IN SPAIN

Tony and Rachel have decided they
would like to employ someone they know
from England as the specialist but want
to recruit locally for the administrative
employee. They will need advice on the
legal aspects of the employment contracts
particularly if there are local collective
agreements. The administrative employee
settles in well but unfortunately their data
protection system flags up an attempt
to transfer information by the specialist.
An employment lawyer will need to advise
them about the disciplinary proceedings
in employment in Spain.
Fortunately they contract a new specialist
and obtain a second contract with a
Spanish company that will allow them
to expand and contract more employees.
In some areas there may be grants or
subsidies available for expansion of the
business and their lawyer can introduce
them to professionals who help them to
move to new premises in a more rural area.

After a further two years trading a dispute
arises over a contract they have with the
original German company. As they want
to maintain the contract if possible they
do not want to enter into litigation unless
it is absolutely essential. As they are now
trading under a Spanish company name
the contract with the German company
is subject to Spanish law. They will need
lawyers who have contacts with German
mediators to reach a negotiated
settlement.

These are just some of the legal issues
that you will need advice on when beginning your business in Spain. Recent
figures show that considerable investments are being made in Spain by UK
businesses. Not surprisingly lifestyle is
one of the important elements in deciding
to move to Spain. Attractive as this can
be Spain has a very different legal system
and it is essential to prevent problems
arising by speaking to lawyers in your
language.

For more information contact Sandra Wrightson on Tel : +34 952 527014
sandrawrightson@decottalaw.net or info@decottalaw.net

ENGLISH AND SPANISH LAWYERS

Establish your foothold in Europe – English & Spanish lawyers working for you in Spain

SPAIN

Calle de Alcala, Madrid

The Spanish language is Castillian and comes from
the region of Castille. It is the official language of the
entire country.

RESOURCES
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What does membership of the Institute of Export mean?

To most the Institute of Export simply plods away providing much needed
qualifications to professionalise the industry however, did you realise that our
helpline is one of the busiest and best in the industry? It’s all part of membership
and, if you need more than a phone call, we can put together a project to fulfil
your needs. 2015 saw the launch of our Technical Help for Exporters that
recognises the volume of legislation and regulation that covers our industry
and gives you the comfort of knowing that if you don’t know, you know someone
who does!

Innovation is key to the success of the
Institute and new ideas include our
New Exporter package. This allows a
business to enter a new market secure
in the knowledge that they have an
understanding of how they will operate
and comply with any specific
regulations and standards. Practical
help and assistance is always
available from the Institute so any
additional training can be tailored
to the business and the team that
needs the knowledge.
The work of the IOE also extends
to representing membership views.
Knowledge gained from our members’
feedback, those who get involved with
the forums and Special Interest

Groups, and those who attend our
training courses or study with us,
enables us to represent the industry at
government levels in both the process
and delivery of policy for international
trade. These views also help us to
ensure that the training programmes
are effective and pertinent to the
industry needs. Our Diploma in World
Customs Compliance and Regulation
is testament to the way we listen to our
members’ needs. This was driven by
Nissan, Adidas, John Lewis and many
others and will neatly dovetail into any
AEO work ensuring that quality
standards are met at manager and
junior staffing levels.

www.export.org.uk
Starting in 1935, the Institute committed itself to building competence and
growing confidence for businesses
trading in goods and services, which
at the time, was a far reaching remit.
Over the years this remit has seen us
develop from simply providing training
in short course format over a day, or
perhaps two, into a fully-fledged Ofqual
Awarding Organisation that operates
specifically to deliver international
trade education.

This status allows our individual
members and corporates alike to be
sure that they are part of a quality
organisation with plans for growth
integrated with a sustainable future for
the global prosperity of UKPlc.
Part of our work includes mapping
existing qualifications to roles and
producing training needs analyses
to ensure staffing progression and
continuity. The need to upskill our
workforce to match those of our
competitors is a key element vital for
growth. Our focus is on recognising
that International trade needs specific
knowledge, coupled with a strong
belief that we must start to talk to our
young people at an earlier stage.

We need to engage the next generation in thinking about how world trade
works and how it will be great for
British businesses. They need to know
how items arrive in the shops which, in
turn, will begin to spark ideas. As these
young people join companies they will
bring a fresh outlook that all things are
possible especially if you operate
globally.

Why not call us and get involved?
It has never been more important that
we act as an industry to help – we
need experts and commitment to
professionalising international trade
from businesses large and small –
help your institute to stay ahead of
the curve.

The Institute of Export
Export House
Minerva Business Park, Lynch Wood,
Peterborough, Cambridgeshire,
PE2 6FT, UK
Telephone: +44(0)1733 - 404400
Fax: +44(0)1733 - 404444

Lesley Batchelor OBE, FIEx (Grad) Director General, The Institute of Export

Focusing on qualifications.
A focus on qualifications - but why do we need them?

I’d like to tell you about my story, it’s ok it won’t take too long but I think it’s similar to a lot
of people that work in international trade.

I left school with no ambition to do anything other than help my mum make ends meet. I
wanted to be a seamstress but we couldn’t afford the material for the interview so I went into
an accounts department at a large pharmaceutical company. Luckily for me they recognised
a hard worker and asked me to work in various departments. After a year they asked me
which one I like the best and without even thinking I said “international”, and that was my
career set out for me.
Working in international trade I found that
I needed to understand so many different
things - from how trade agreements
impacted a sale to the legal aspects of
trade and how different systems worked in
terms of contract and disputes. Getting paid
brought about a whole new set of issues
and this really made me learn and think
about the implications of offering credit and
how it can be used to your advantage.
Things I learnt about logistics and the
paperwork that was needed to support a
trade were empirical and slowly I became
sure of my knowledge. The problem was,
that when I wanted to move on to the next
company, I had nothing to show I had that
knowledge. It was frustrating to find that the
knowledge that I had accumulated over 11
years wasn’t evidenced in any way and that
no-one knew exactly what I knew. I was
lucky enough to get my next job with a
well-known Japanese computer company
but it made me realise that if I wanted a
career, I needed to get qualified.

So I spent the next two years, two nights a
week at night school honing my skills and
building a knowledge and understanding of
all aspects of the trade I had entered “by
the back door”. Finally, exhausted but with
a full understanding of how planning and
control worked, I passed and became a
Graduate Member of the Institute of Export,
suffix MIEx (Grad) in 1991.

Well, many things have changed since
then, as after many years of working in
international trade, I took over at the helm,
steering the qualifications and the Institute
towards a better place. We have now
gained Ofqual Awarding Organisation status
for the qualifications and have worked hard
on ensuring we are ready for the next 80
years of representing the industry and
standing as guardian of professional
standards in international trade.

OFQUAL* awarding status is hard
earned and we are proud to be the only
professional body operating in this
international trade environment.

IOE Qualifications in brief
www.export.org.uk/professional-qualifications

Level 1

Level 2

Level 3
Level 4

Level 5
Level 6

Young International Trader
(Available electronically)
International Trade Logistic
Operations **
Certificate of International Trade
Certified International Trade
Adviser
Advanced Certificate in
International Trade
Diploma in International Trade
Diploma in World Customs
Compliance and Regulations
Foundation Degree jointly
delivered with ***Anglia Ruskin
University
Higher Apprenticeship in
International Trade - the first
so far.

Our courses at level 3 onwards are
delivered online using a blended learning
technique which involves the support of an
expert tutor for each topic. The IOE online
campus offers a range of learning tools,
from power-point presentations and videos
to online chats and forums for the students.
The Institute has a success rate of 95%
in helping our students through these
academic programmes.

The Advanced Certificate in International
Trade - Elective modules have been added
to the level 4 Advanced Certificate syllabus.
In addition to the three core modules of
Business Environment, Market Research
& Marketing and Finance of International
Trade, students can now choose a fourth
elective module from:

a. International Physical Distribution
b. Selling Services, Skills and Software
Overseas
c. Or one of:
i.

Doing business & communicating
in Arabic speaking markets
ii. Doing business & communicating
in Spanish speaking markets
iii. Doing business & communicating
in German markets
iv. Doing business & communicating
in Chinese markets
v. Doing business & communicating
in Russian markets

The series of modules above carry
language skills training, the focus being
on basic business language needed and
business culture
Finally, eBusiness internationally will be
launched summer 2016.

The Diploma in International Trade level 5 is equivalent to the second year of
a degree and is accepted as entry level for:-

BSc (Hons) in Management Practice International Trade with Plymouth University
-Online 24 months

MSc International Trade, Strategy and
Operations with Warwick University - 36
months part residential

www.export.org.uk/professional-qualifications
will give you more detail and a contact who
will talk you through your options.

*The OFQUAL Register of Regulated Qualifications contains details of Recognised Awarding Organisations
and Regulated Qualifications in England (Ofqual), Wales (Welsh Government) and Northern Ireland (Ofqual
for vocational qualifications and CCEA Accreditation for all other qualifications).
** International Trade Logistic Operations is delivered through our approved centres
*** Anglia Ruskin University is Entrepreneurial University of the Year

Services for British nationals
Urgent assistance
If you are in Madrid and you urgently need
help from the British Embassy (e.g. if you
have been attacked, arrested or lost your
passport), call +34 91 714 6300. If you are
in the UK and concerned about a British
national in Madrid, call 020 7008 1500.

Get or renew a passport
The British Embassy cannot help with
passport enquiries. Contact Her Majesty’s
Passport Office if you need help:
www.gov.uk/government/organisations/
hm-passport-office

Get an emergency travel document
You can apply for an emergency travel document if you are abroad and your passport has
been lost or stolen, damaged or expired, and
you cannot get a new or replacement passport in time to travel. Visit: www.gov.uk/
emergency-travel-document

If you are due to travel in the next 24 hours,
contact the Embassy as soon as possible:
www.gov.uk/government/world/organisations/british-embassy-madrid#contact-us

If you are travelling in the next week and your
passport is not available, you may be able to
apply for an ETD. You can go to your nearest
consulate and normally obtain an ETD on the
day. You must bring your travel details for all
applications plus proof of your address in
Spain if the ETD is for a round trip. You
should arrive at the consulate at least an hour
before the scheduled closing time.

Apply online for an emergency travel
document at www.gov.uk/emergency-traveldocument if you:
·

are over 16 years old and;

·

have previously owned a British passport.

·

are a British citizen and;

Contact the Embassy directly to apply for an
emergency travel document if you are:

·
·
·

over 16 years old but have not owned a
British passport before or;
not a British citizen or;

applying for a child under 16 years old.

Once you have contacted us, you will be
advised to make an appointment to apply for
an emergency travel document at the British
Embassy Madrid: www.consular-appointments.service.gov.uk/fco/#!/british-consulategeneral-madrid/issuing-an-emergency-traveldocument/slot_picker

Support if you have been arrested
The Embassy will do all they can to contact
you within 24 hours of being told that you
have been detained or arrested and will give
you a prisoner pack with information for
British prisoners in Spain: www.gov.uk/government/publications/spain-prisoner-pack.
They cannot get you out of prison, prevent
the local authorities from deporting you after
your prison sentence, or interfere in criminal
or civil court proceedings.
Notarial and documentary services
See the full list of notarial and documentary
services the Embassy provide at:
www.gov.uk/guidance/notarial-anddocumentary-services-guide-for-spain

Healthcare in Spain
A guide for British nationals living, or planning
to live, in Spain on the different ways to access healthcare: www.gov.uk/healthcare-inspain

Residency requirements
A guide explaining the new rules for British
citizens applying for residency in Spain, what
documents are required, and information on
the right to reside in Spain for both British
citizens and non-EU family members. See:
www.gov.uk/residency-requirements-in-spain.
The guide includes information about
registering on the Padron with your local
town hall.

Buying property in Spain
Information to help you make a full and
considered decision about buying a property
in Spain: www.gov.uk/how-to-buy-propertyin-spain

How else the Embassy can help
In addition to the services listed above we
can also:
·
·
·
·
·
·

provide information about transferring
funds

provide appropriate help if you have
suffered rape or serious assault, are a
victim of other crime, or are in hospital
help people with mental illness

offer support and help in a range of other
cases, such as child abductions, missing
people and kidnapping
contact family or friends for you if you
want

make special arrangements in cases of
terrorism, civil disturbances or natural
disasters or other crises abroad

For more information on the services we
can provide, see 'Support for British nationals
abroad: A guide':
www.gov.uk/government/publications/support-for-british-nationals-abroad-a-guide

For general information on living in Spain,
see: www.gov.uk/living-in-spain

Consular fees
The Embassy charge fees for some of their
services. See the full list of consular fees in
Spain at: www.gov.uk/government/publications/spain-consular-fees

Contact us

British Embassy Madrid
Torre Espacio
Paseo de la Castellana 259D
28046 Madrid
Spain

Email: spain.consulate@fco.gov.uk
Telephone: +34 917 146 300
Fax: +34917146301
Opening hours:

Monday to Friday, 8:30am to 5pm

Website:
www.gov.uk/government/world/
organisations/british-embassy-madrid

The British Embassy Madrid develops and
maintains relations between the United
Kingdom and Spain. They work on issues
including the economy, commercial
regulation in the single market, energy
policy and international security. (They
also cover Andorra remotely.)

The Embassy also provide services at the
British Consulate General Barcelona and
our consulates in Alicante, Ibiza, Las
Palmas, Málaga, Palma de Mallorca and
Tenerife.
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At the forefront of British Education Internationally

About King’s Group

King's Group is a multi-faceted educational organisation comprising of International British schools,
School Academies, Summer Courses, Training and Corporate Catering Services. The company
originated in Spain in 1969, when Sir Roger Fry, founded King's College, The British School of
Madrid. Since then, King’s Group King’s Group has grown into one of the largest and most respected
educational institutions in the world. Not surprisingly, in 2012 Queen Elizabeth II gave its founder
the title of Knight of the Realm for promoting British education internationally and enhancing cultural
relations between Spain and the United Kingdom.
King’s Group operates a total of nine schools in the UK, Spain (Madrid, Alicante and Murcia), Latvia
(to be opened in September 2017) and Panama, provides corporate tuition through King’s Training,
summer camps and language courses via King’s College International and catering services through
Nexalia.

In February 2014, King’s Group became an Academy sponsor and established King’s Group
Academies, a “multi academy trust” with a vision and passion for providing opportunities and
success on a global stage for all students.
Vision and Mission

King’s Group’s mission is to provide high
quality British education that delivers a
transformative learning experience to all our
pupils. Engaging and effective teaching based
on the Group’s core values and the best, most
up-to-date UK educational practice enables
young students to achieve their academic
ambitions and lifetime careers. At the same
time, King’s nurtures their individual talents
and emphasises the importance of educating
the whole child with attention to their physical,
emotional and social development.

King’s Group is determined to make a positive
difference to the future of pupils and their families, the careers of the staff, as well as contributing to the wider community.

“King’s Group has a long and distinguished
history of educational leadership. British
schools from as far away as Asia and Latin
America look to King’s for inspiration and
admire our expertise in all areas of education.
Leadership is one of our real strengths. Our
company vision and mission are not “beautiful
dreams” but a very significant and positive
reality that we can all build upon.” Sir Roger
Fry CBE DLitt, Chairman and Founder, King’s
Group.
King’s College Schools in Spain: Madrid,
Alicante and Murcia

Since 1969 the British schools that make up
King’s College have provided children with a
rigorous and broad British education. All the
schools deliver the English National Curriculum

with its focus on developing thoughtful and
knowledgeable young people and have a
reputation for academic excellence.In Spain,
King’s Group runs a total of five schools: three
in Madrid, one in Alicante and another one in
Murcia. In September 2017, the Group will
open its sixth school in the country, a new
primary school in Elche (Alicante).
King’s College, The British School
of Madrid

The largest school in the group is located in a
leafy suburb, just 30 minutes from the center
of Madrid. The school opened in 1978 and
educates children between the ages of 20
months and 18 years. There are also boarding
facilities for those pupils who come to study
from around the world.

Educating over 1500 pupils at any one time,
the College offers a truly international
environment. The school facilities give pupils
a huge range of sporting and arts activities.
An equestrian centre, a 25-metre swimming
pool and a floodlit football pitch are a few of the
highlights for physical fitness and competitive
team sports. There are also art studios, music
rooms, a fully equipped auditorium and the
best teaching associated with a top school.

Pupils from King’s College, Soto de Viñuelas,
go on to some of the world’s most prestigious
universities. Pupil success continues beyond
higher education and many of our alumni enter
into leading roles around the world in business,
engineering and philanthropic ventures.
Tenbury House – A home at school

Opened in September 2011, Tenbury House
provides state-of-the-art boarding facilities to 50
pupils from as far away as Bhutan and Kazakhstan.
The international mix of boarders makes a
wonderful contribution to the whole school
community and allows children from all over
the world to benefit from a British education in
a friendly and caring home away from home.
“As Headmaster my focus, and that of my
teachers, is to give every child at King’s
College the very best education possible.
This starts by ensuring that young children
really love coming to school.” Andrew Rattue,
Headmaster

King’s College School, La Moraleja (Madrid)

In 2007, King’s College School was founded
in the popular La Moraleja suburb of Madrid.
Only 15 minutes from the centre of Madrid,
the school educates over 500 children from
Nursery to Year 9 (ages 3 - 14).

Situated on 10,000 square metres of grounds,
the school includes an Infants’ garden, various
playgrounds, a floodlit multi-sports area and
a multi-purpose school hall. There is also a
library, a dedicated computer suite and, like all
our schools, there are interactive whiteboards
in every classroom.
A science laboratory inspires future doctors,
vets and engineers and develops their
experimentation and testing skills. A music
department, with four practice rooms for
individual or group tuition, offers pupils the
opportunity to learn how to play musical
instruments.

“King’s College pupils are intelligent, inquisitive
individuals who challenge boundaries and
seek out their aspirations through hands-on
learning” Dawn Akyürek, Headteacher
King’s Infant School, Chamartin (Madrid)

King’s Infant School is close to Madrid city
centre and catering for approximately 200
children aged 3 - 7 years old. The school’s
teachers and staff nurture, support and
encourage very young pupils to become
independent thinkers, ensuring that each child
reaches their full potential both socially and
academically.

Young children learn through exploration.
Everything they do, from kicking a ball, to
building with blocks and painting, is designed
to help them understand their environment.
They learn through action, allowing them to
interpret the world around them.

The school has been especially designed with
indoor and outdoor areas for pupils to explore.
King’s Infant School developed a creative use
of the outdoor space that allows children to
play and explore in the fresh air, while also
providing shelter from the rain and the hot
summer sun.

A familiar face greets early year’s children at
the school gate every day, so that we support
them both in their learning and in building their
self-confidence.
“King’s Infant School is a place where every
day our pupils make huge steps on their
learning journey and most importantly, have
a wonderful time doing it.” Kirsty Sharp,
Headteacher
King’s College Alicante

Located on Spain’s famous Costa Blanca,
King’s College Alicante provides a British
education to a dynamic international
community. Some 15% of families at the
school are expatriates, all of whom are
attracted by King’s reputation to provide a
first-class British education.

Educating children aged 3-18, the school
began as a parent co-operative in 2000 and
established close links with King’s from the
start, including the academic development
and establishment of IGCSE courses. In
September 2003, the school officially became
part of King’s Group and now educates nearly
1000 pupils.

As with all King’s College schools, Alicante’s
have excellent science laboratories, computer
and ICT equipment, music rooms and performance halls, along with a wide variety of sports
facilities and equipment. The school also offers
a vast array of additional extra-curricular
activities to tap into each child’s passions.

In September 2017, King’s Group will open an
Infant School in Elche (province of Alicante). The
school will offer a high quality education based
on the British National Curriculum to just over
200 students from the age of 2 (Pre Nursery) to
7 years old (Year 2). At the end of Year 2, pupils
will automatically gain a place at sister school
King’s College Alicante, where they can continue
their studies until Year 13 (age 18).
Applications for the school will be open from
September 2016, but further information can be
requested through the website
http://bit.ly/29fppUg.

“The ‘love of learning’ which we instil in our
pupils actually leads them to love the idea
of leaving the school, not because they are
bored, but because they want to go out and
change the world”. Derek Laidlaw, Headteacher
King’s College Murcia

King’s College Murcia is a purpose-built,
state-of-the-art school that currently educates
more than 500 children aged from 18 months
to 18 years old. The school first opened in
2008 as a partnership school, but was
integrated fully into the Group in 2014.
The pupils have access to large, outdoor
multi-purpose sports areas that include
facilities for all major games, as well as a
climbing wall to test our pupils’ physical
abilities. The school library boasts an array
of literature to support pupils’ educational
needs and development, whilst the science
laboratories offer access to equipment that you
would expect from a top-class British school.
The school also plays host to dedicated music
rooms and an art gallery, to allow our pupils to
extend their creative skills.
At present over 25% of the pupils at the school
are British-born and the fantastic reputation
built in the surrounding international community, continues to attract many new families
both from local and international communities.

“The British Curriculum offers hands-on
learning, whilst the school itself boasts
excellent sports facilities and extra-curricular
programmes. Pupils grow with us, learning
through experience and endeavour.” Stefan
Rumistrzewicz, Headteacher
King’s College International

Since 1981, more than 60,000 students have
entrusted King’s College International with their
language learning programmes. The company
offers an entertaining and effective way for
young people to improve language skills while
participating in one of our summer camps.
They can also take part in an academic year
programme or join one of our shorter language
courses.

Summer Camps in Spain (ages 3-17):
King’s College International offers thematic
language camps related to sports, performing
arts, multi-adventure activities, nature
exploration and more. Also, in collaboration
with the Real Madrid Foundation the company
offers an “English and Football Camp”.

Academic year programme (ages 7-18):
Students can enjoy a complete language and
cultural immersion in an academic programme.
These take place in many different Englishspeaking countries around the world including:
Great Britain, Ireland, the United States,
Canada, New Zealand and Australia.
Language courses around the world (from 8
years old): Participants can explore some of
the most amazing countries across the globe.
The summer language courses mix formal
classes with sports, activities and excursions.
All courses are designed to help children to
improve their language skills. These courses
include intensive, shorter and longer themed
programmes, as well as exam-specific
preparation.
King’s Training Spain

Since 1986 King’s Training has been helping
individuals and businesses in Spain prepare
for the demands of an increasingly globalised
marketplace. The company offers a wide range
of solutions from long-term competency
development to personalised immersion
courses and high-impact business skills
seminars.
The King’s Training approach combines the
use of internationally recognised methodologies,
providing a command of the technical aspects
of the language, with our own techniques
which create a practical real-world context.
The quality of our service is ensured by the
careful selection and frequent training of a
highly qualified staff.

Company Details:

King’s Group
Oldwood Road
Tenbury Wells
Worcestershire
WR15 8PH
United Kingdom
Tel.: +44 (0)1905 814 020
Visit the website: www.kingsgroup.org
King's College Schools:

King’s College, Soto de Viñuelas
Paseo de los Andes, 35
Soto de Viñuelas
Madrid 28761
Telephone: +34 918 034 800
E-mail: info@kingscollege.es

King’s Infant School, Chamartin
King’s Infant School, Chamartín
Prieto Ureña, 9 – 11, 28016 Madrid
Telephone: +34 913 505 843
E-mail: info.chamartin@kingscollege.es

King’s College School, La Moraleja
Paseo de Alcobendas, 5,
28109 La Moraleja
Telephone: +34 916 585 540
E-mail: info.lamoraleja@kingscollege.es

King’s College, Alicante
Glorieta del Reino Unido 5
Alicante 03008
Spain
Telephone: (+34) 965 106 351
E-mail: info.kca@kingsgroup.org

King’s College, Murcia
Calle Pez Volador s/n,
Urbanización La Torre Golf Resort,
30709 Roldán,
Murcia
Telephone: (+34) 968 032 500
E-mail: info@kcmurcia.es

King's International:
Website: www.kingsinternational.es
Tel.: +34 914 312 400
King's Training:
Website: www.kingstraining.com
Tel.: +34 914 310 011

SUPPORTING ORGANISATIONS

The Institute of Export
Export House
Minerva Business Park
Lynch Wood
Peterborough
PE2 6FT, UK

Tel: +44 (0) 1733 404400
Website: www.export.org.uk

In the past five years, we have provided:

•
•

b

s
t

UK Export Finance is the UK’s export
credit agency, serving UK companies of
all sizes. We help by providing insurance
to exporters and guarantees to banks
to share the risks of providing export
finance. In addition, we can make loans
to overseas buyers of goods and services
from the UK.

e

e

.

•

£14 billion worth of support for UK
exports;
direct support for more than 300
customers supported directly, with
many thousands more benefiting
through export supply chains;

nearly 2000 individual guarantees,
loans or insurance policies..

UK Export Finance is the operating
name of the Export Credits Guarantee
Department (ECGD).

For more information and to arrange a
free consultation with an Export Finance
Adviser, visit:
www.gov.uk/making-exports-happen

New business enquiries:
Telephone: +44 (0) 20 7271 8010
Email: customer.service@ukef.gsi.gov.uk

British Expertise
23 Grafton Street, London W1S 4EY

Tel: +44 (0)20 7824 1920
Fax: +44 (0)20 7824 1929
www.britishexpertise.org

E

+

0

Department for International Trade (DIT):
If you have a specific enquiry about the
Spanish market which is not addressed by
the information in this guide, you may contact:
Email: enquiries@ukti.gsi.gov.uk
Tel enquiries: +44 (0)20 7215 8000
Fax: +44 (0)141 228 3693

Otherwise contact one of the DIT teams
in Spain directly:

DIT Barcelona
British Consulate General
Avenida Diagonal 477 – 13
08036 Barcelona, Spain
Email: uktibarcelona@fco.gov.uk
Commercial enquiries: +34 933 666 207

DIT Bilbao
British Consulate
Alameda de Urquijo 2-8
48008 Bilbao, Spain
Email: maria.fitzpatrick@fco.gov.uk
Commercial enquiries: +34 913 344 767

Madrid address:

British Chamber of Commerce in Spain
Barcelona address:

British Chamber of Commerce in Spain
Carrer del Bruc 21, 1ª 4ª
08010, Barcelona

British Chamber of Commerce in Spain
Calle Serrano, 38
7th Floor
28001, Madrid

Tel: +34 93 317 32 20
Email: info@britchamber.com
Website: www.britishchamberspain.com
Contact: Eva Prada, Spain Director

INVEST IN SPAIN
Paseo de la Castellana,
278 - 28046 Madrid

Tel: +34 91 503 58 00 / +34 900 349 000
www.investinspain.org/invest/en/index
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SUPPORTING ORGANISATIONS

DIT Madrid
British Embassy
Paseo de la Castellana, 259-D Torre Espacio
28046 Madrid, Spain
Email: uktimadrid@fco.gov.uk
Commercial enquiries: +34 917 146 412

MARKET EXPERTS

Regional Investment

AGENCIA DE INNOVACION, FINANCIACION
E INTERNACIONALIZACION DE CASTILLA
Y LEON
Visit the websites:

www.investincastillayleon.com
www.ade.jcyl.es

Translation / Language Services
AST Language Services
Unit 8
Ayr Street
Nottingham
NG7 4FX
United Kingdom

Phone: +44 (0) 115 970 5633
Fax: +44 (0) 845 051 8780
Email: office@astls.co.uk
www.astlanguage.com

City Investment
City of Malaga, Spain

Paseo Antonio Machado 12,
Tower B, ground floor
29002 Málaga, Spain
Tel: (+34) 951 929 079
Email: msanderson@malaga.eu

www.openforbusiness.malaga.eu

Colt Technology Services S.A.U.

C/ Telémaco 5
28027 Madrid
España

Tel: +34 900 800 607
Website: www.colt.net

Law / Legal Service
De Cotta Law

C.Com Valdepinos 1 y 3a
Urb. Calypso, Mijas Costa
Málaga, 29649
Spain

Website: www.decottalaw.com
Email: info@decottalaw.net

Contact name: Sandra Wrightson
Email: sandrawrightson@decottalaw.net
De Cotta McKenna y Santafe S.L.
CIF B92141563

Ebury

80-100 Victoria Street
Cardinal Place
London
SW1E 5JL

Website: ebury.com
Tele: +44 (0) 203 872 6670

Financial Services

MARKET EXPERTS

Technology Services

MARKET EXPERTS

International Project Management & Construction Consultants
Gleeds Iberica
gleeds.iberica@gleeds.es

Barcelona:
Rambla de Catalunya, 38- 8th
Barcelona 08007 Spain
Tel: +34 93 2726073

Madrid:
Cardenal Marcelo Spinola, 2 to 4 °
Madrid 28016 Spain
Tel: +34 91 435 69 49

Malaga:
Palma del Río, 19 Building Melior
Malaga 29004 Spain
Tel: +34 951 164 909 / +34 951 164 901

Accountancy / Professional Business Services

IGMASA Management

Barcelona
91-93 Rambla Catalunya, 4th floor, office 4
08008 Barcelona
Tel: +34 93 487 0345

Madrid
24 Monte Esquinza St., 6th floor, left office
28010 Madrid

Tel: +34 91 781 1660
Email: im.spain@igmasa.com
website: www.igmasa.com
Education / School Services

King's Group

Oldwood Road, Tenbury Wells
Worcestershire, WR15 8PH
United Kingdom
Tel.: +44 (0)1905 814 020
Website: www.kingsgroup.org

King's International:
Website: www.kingsinternational.es
Tel.: +34 914 312 400

King's Training:
Website: www.kingstraining.com
Tel.: +34 914 310 011

NH HOTEL GROUP

Central Offices Spain, Portugal & Andorra
Alfonso Gómez
30-32. 28037 Madrid SPAIN

Individual reservations:
From Spain: + 34 91 600 81 46
From UK: + 44 (0) 870 735 0358
Meetings & Group Reservations:
+ 34 91 600 96 92
Individual reservations:
reservas@nh-hotels.com
Meetings & Group Reservations:
posnh@nh-hotels.com
Website: www.nh-collection.com

Real Estate / Property Services

Savills Spain

C/José Abascal, 45
28003 MADRID

Tel: +34 91 310 10 16
Email: savillsspain@savills.es
Website: www.savills.es

Contact: Carmen Jiménez via
Email: cjimenez@savills.es

Vodafone

Head Office:
Vodafone Spain
Avenida de América, 115
28042 Madrid

Website:www.vodafone.es/grandes-clientes
Email: comercialcorporate@corp.vodafone.es
Subject: IOE Doing Business in Spain
Follow us:@vodafoneempresa

ICT / Telecommunications

MARKET EXPERTS

Hotels / Corporate Lodging

International
International business
business
can be
be difficult
difficult
can
For 49 years we’ve helped
British companies succeed
in global markets.
Let us help you.
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us.
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Useful links

Country information:
BBC Website:
www.news.bbc.co.uk/1/hi/country
_profiles/default.stm

FCO Country Profile:
www.fco.gov.uk/en/travel-and-livingabroad/travel-advice-by-country/countryprofile/

Culture and communications:
CILT – National Centre for Languages Regional Language Network in your area:
www.cilt.org.uk/workplace/employer
_support/in_your_area.aspx

Timeshare Consumers Association (TCA):
www.timeshare.org.uk/what-istimeshare.php

Customs & regulations:
HM Revenue & Customs:
www.hmrc.gov.uk

Standard and technical regulations:
British Standards Institution (BSI):
www.bsigroup.com/en/sectorsandservices/
Disciplines/ImportExport
Intellectual Property Office:
www.ipo.gov.uk

National Physical Laboratory:
www.npl.co.uk

World Intellectual Property Organisation:
www.wipo.int/portal/en
Trade statistics:
HM Revenue and Customs (HMRC):
www.uktradeinfo.com/statistics/
buildyourowntables/pages/table.aspx
National Statistics Information:
www.statistics.gov.uk/hub/index.html
Office for National Statistics:
www.ons.gov.uk

Economic information:
The Economist:
www.economist.com/countries
Trading Economics:
www.tradingeconomics.com

Export control:
Export Control Organisation:
www.gov.uk/beginners-guide-to-exportcontrols
Export finance and insurance:
British Insurance Brokers Association
(BIBA): www.biba.org.uk

UK Export Finance:
www.gov.uk/government/organisations/uk
-export-finance
Intellectual property:
Intellectual Property Office:
www.ipo.gov.uk

Market access:
Market Access Database for Tariffs:
www.madb.europa.eu/madb/indexPubli.htm

UK trade info:
www.gov.uk/government/organisations/
department-for-international-trade

Trade shows:
British Expertise Events:
www.britishexpertise.org

EventsEye.com online database:
www.eventseye.com

DIT Events Portal: www.events.ukti.gov.uk
Travel advice:
FCO Travel:
www.gov.uk/browse/abroad

FCO Foreign Travel Insurance:
www.gov.uk/guidance/foreign-travelinsurance
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Getting UK businesses ready to sell overseas

What is Open to Export?

Open to Export is the online community helping UK businesses
get ready to sell overseas. Backed by Government and business,
we are a not for profit social enterprise dedicated to helping
UK companies grow through export.

For more information visit opentoexport.com

Exporting is GREAT:
www.exportingisgreat.gov.uk

Healthcare abroad:
ABTA Swim Safe:
www.abta.com/news-and-views/
campaign-zone/swim-safe

European Avalanche Warning Services
(EAWS):
www.avalanches.org/eaws/en/main.php
Healthcare in Spain:
www.healthcareinspain.eu

Travel health: www.travelhealth.co.uk

TravelHealthPro:
www.travelhealthpro.org.uk/locations/spain

NHS (Scotland):
www.fitfortravel.nhs.uk/destinations/
europe--russia/spain.aspx

NHS Choices:
www.nhs.uk/NHSEngland/Healthcareabroad/Pages/Healthcareabroad.aspx

International trade:
British Chambers of Commerce (BCC):
www.britishchambers.org.uk
British Council: www.britishcouncil.org
British Embassy Madrid:
www.gov.uk/government/world/spain

British Expertise: www.britishexpertise.org
Confederation of British Industry (CBI):
www.cbi.org.uk

Department for Business, Energy &
Industrial Strategy (BEIS):
www.gov.uk/government/organisations/
department-for-business-energy-andindustrial-strategy

Department for International Trade (DIT):
www.gov.uk/government/organisations/
department-for-international-trade
European Commission:
www.ec.europa.eu/index_en.htm

Foreign & Commonwealth Office (FCO):
www.gov.uk/government/organisations/
foreign-commonwealth-office
Gov.uk:
www.gov.uk/browse/business/importsexports

Institute of Directors (IoD): www.iod.com

Institute of Export (IOE): www.export.org.uk
International Monetary Fund (IMF):
www.imf.org/external/index.htm

Open to Export: www.opentoexport.com

Organisation for Economic Co-operation
and Development (OECD): www.oecd.org
Overseas business risk: www.gov.uk/
government/collections/overseasbusiness-risk

SOLVIT
www.ec.europa.eu/solvit/index_en.htm
Trade Tariff: www.gov.uk/trade-tariff
Transparency International:
www.transparency.org

DIT e-exporting programme:
www.gov.uk/e-exporting

UK Visas: www.gov.uk/government/
organisations/uk-visas-and-immigration
World Bank Group economy rankings:
www.doingbusiness.org/rankings

World Economic Forum Global
Competitiveness report:
www.weforum.org/reports/globalcompetitiveness-report-2014-2015
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Moving in the right
direction
• The leading UK authority on all
aspects of international trade
• Exporting excellence through
education
• Expert solutions to your export
needs
• Maximising your profit
from International
Trade

Our main aim is to help you
achieve your export and
international trade goals.
If you do well, we do well.

Join us today
Call: +44(0)1733 404 400
email:

institute@export.org.uk

www.export.org.uk

Doing Business in Spain

Spanish and EU websites:
Agencia Tributaria:
www.agenciatributaria.es

Spanish Government Transparency
(Portal de la Transparencia):
www.transparencia.gob.es
Spanish Ministry of Economy and
Competition:
www.mineco.gob.es/portal/site/
mineco?lang_choosen=en

ALBA:
www.cells.es/en

BioRegió de Catalunya (BioCat):
www.biocat.cat/en

Confédération Fiscale Européenne (CFE):
www.cfe-eutax.org/taxation/corporateincome-tax/spain

Invest in Spain:
www.investinspain.org/invest/wcm/idc/
groups/public/documents/documento
/mda0/mjy4/~edisp/4268480.pdf

National Association of British Schools in
Spain (NABSS): www.nabss.org
Oficina Española de Patentes y Marcas
(OEPM):
www.oepm.es/en/invenciones/index.html
Southern European Cluster in Photonics
and Optics (SECPhO):
www.secpho.org/en
Spanish Chamber of Commerce:
www.comercio.gob.es/en/comercioexterior/direcciones-territorialesprovinciales/pages/red.aspx

Spanish Ministry of Finance and Public
Administrations:
www.minhap.gob.es/en-GB/El%20Ministerio
/Paginas/El%20Ministerio.aspx
Spanish Ministry of Foreign Affairs:
www.exteriores.gob.es/Portal/en/
Paginas/inicio.aspx
Spanish Ministry of Health, Social
Services and Equality:
www.msssi.gob.es/en/home.htm

Spanish Ministry of Public Works and
Transport (Ministerio de Fomento):
www.en.administracion.gob.es/
pag_Home /atencionCiudadana/boletinesY-WebsPublicas/websPublicas/WP_AGE
_Ministerios/WP_MFOM.html
Spanish Tourist Board:
www.spain.info/en_GB

Spanish Chamber of Commerce in
Great Britain:
www.spanishchamber.co.uk
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ABOUT US
Launched in 2007, Start Up Overseas has become the definitive
online resource for companies who are looking to expand
internationally, export products or set up overseas operations.
We have all the information you will need to trade in 60 countries.

LOOKING FOR HELP DOING BUSINESS
IN SPAIN?
You are not alone. In May 2016, 1369 companies used Start Up
Overseas to find up to date information – and to find service
providers who could help.

WHY DO COMPANIES USE START UP
OVERSEAS?
•

Country Guides – the essential information you will need to
trade on foreign soil.

•

Business Directory – A helpful directory giving you the tools
and contacts to run your business overseas.

•

Ask the Expert – Experts are waiting to answer your questions

•

Start Up Overseas Forum – Join our virtual community. Share
knowledge & advice with people facing similar issues to you.

•

Editors News – Subscribe to our free newsletter, and keep
completely up to date with all the developments in international
trade.

CONTACTUS
To contact the sales team: simon@startupoverseas.co.uk
To contact the editorial team: caroline@startupoverseas.co.uk
If you have any general questions email using the above details or call us on:
+44 (0)117 907 3520. See more at: www.startupoverseas.co.uk/aboutus

www.startupoverseas.co.uk

Trade Shows

A trade show is a method of promoting a business through the
exhibition of goods and services, an organised exhibition of
products, based on a central theme, where manufacturers
meet to show their products to potential buyers.

Taking part in overseas exhibitions is an effective way for you to test markets, attract
customers, appoint agents or distributors and make sales. DIT's Tradeshow Access
Programme (TAP) provides grant support for eligible SME firms to attend trade
shows overseas.
IOE’s events:
www.export.org.uk/latest-news/
international-trade-events
10 Times
(formerlyBizTradeShows.com):
www.10times.com/spain
British Expertise Events:
www.britishexpertise.org

EventsEye.com online database:
www.eventseye.com
Participation is usually as part of
a group, a great advantage for
inexperienced businesses, and is
usually led by one of DIT's Accredited
Trade Association (ATOs). ATOs work
with the DIT to raise the profile of UK
groups and sectors at key exhibitions.

DIT online events search facility:
www.events.ukti.gov.uk
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Simon Chicken – Event Director of Going
Global Live: Europe’s leading event for
expanding your business overseas
Hi Simon, can you tell us about
how Going Global Live started?
The Prysm Group had been running
The Business Show for 10 years. The
Business show is Europe’s largest event
helping UK based companies grow
domestically. It became apparent that
many of our 20,000+ visitors were looking
to expand internationally. There was a
need, and there was a gap in the market,
so we launched Going Global Live at
ExCeL in November 2014. We’ve done
4 events so far and currently (as of May
2016) working on the next show which
takes place on 17th & 18th November at
Olympia.

What can people expect to find at
Going Global Live?
Think of it as a trade show and conference.
Visitors who come to the event will get up
to date advice from world leading experts
on the most attractive markets and overseas opportunities, and be able to speak
to suppliers & service providers who can
help with the challenging project of
international expansion.

Why is it important for SMEs to
attend the event?
Research has shown businesses are 11%
more likely to survive if they export their
products, Great Britain is currently in a
fantastic position where we have good
trade deals in place and British products
are in high demand. At Going Global Live
we put all the suppliers and services
companies will need to meet in order for
them to achieve international expansion,
all under one roof. Trying to meet with all
of these people would take years to
arrange and do, at the event you can do it
in 2 days! If you are serious about taking
your business to the next level, the event
is a must attend.

If you were to start trading in a new
market, which country would that be
and why?
Iran. This is a massive market which is
just opening up, and I would want to get
there before my competitors. More
importantly, I need an excuse to put a trip
to Shiraz on business expenses. A city
that is famous for poetry, roses and wine
needs to be visited. I’m guessing the food
is unbelievable too.

Finally, what are you aims going
forward?
We’ve reached a point where the event
has firmly established itself. Visitors leave
our events with advice and knowledge
they need to grow their company’s further,
however we still feel the event can reach
a whole new height. So we’re expanding
the team and increasing the size of the
exhibition. The show has the potential to
be four times the size it is now, in terms
number of exhibitors, seminars, and
visitors at the event.

SPAIN

Disclaimer
Whereas every effort has been made to
ensure that the information given in this
Guide is accurate, neither International
Market Advisor (IMA), the Institute of
Export (IOE), the British Embassy Madrid,
the British Chamber of Commerce in
Spain (BCCS), ICEX Invest in Spain,
UK Export Finance (UKEF), Department
for International Trade (DIT), or the Foreign
& Commonwealth Office (FCO), accept
liability for any errors, omissions or
misleading statements and no warranty
is given or responsibility accepted as to the
standing of any individual, firm, company
or other organisation mentioned.

The purpose of the Doing Business Guides,
prepared by International Market Advisor
(IMA) is to provide information to help
recipients form their own judgments about
making business decisions as to whether
to invest or operate in a particular country.
The report's contents were believed (at
the time that the report was prepared)
to be reliable, but no representations or
warranties, express or implied, are made
or given by IMA, the IOE, the British
Embassy Madrid, the British Chamber
of Commerce in Spain (BCCS), ICEX
Invest in Spain, UKEF, DIT or the Foreign
and Commonwealth Office (FCO) as to the
accuracy of the report, its completeness or
its suitability for any purpose. In particular,
none of the report's contents should be
construed as advice or solicitation to
purchase or sell securities, commodities
or any other form of financial instrument.

No liability is accepted by IMA, IOE,
the British Embassy Madrid, the British
Chamber of Commerce in Spain (BCCS),
ICEX Invest in Spain, UKEF, DIT, or the
FCO for any loss or damage (whether
consequential or otherwise) which may
arise out of or in connection with the report.
No warranty is given, or responsibility
accepted as to the standing of any
individual, firm, company or other
organisation mentioned.

Contains public sector information licensed
under the Open Government Licence v3.0.

www.export.org.uk

Spreading
the word
We can help develop new ideas
and find ways to drive down
costs and produce sustainable
improvements in your export
business.
• Membership supports all
aspects of your international
trade
• Leading UK authority on
trading globally
• Tailored training to support
your business needs
• Expert solutions for
international trade

Join us today: Call: +44(0)1733 404 400

email:

institute@export.org.uk

